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RECOGNITION 


HE Insurance Company of North America has won recognition among property 

owners and business interests on the strength of its unbroken record of dependability 
and fair dealing—a record of 135 years’ standing. Insurance agents and brokers find 
their recommendations most acceptable to clients when they specify the protection 
offered by this oldest American fire and marine insurance company. 


Insurance Company of North America 
PHILADELPHIA 
and the 


Indemnity Ins. Co. of North America 
write practically every form of insurance except life 
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Building a Reputation for Service 


Certain brands of merchandise are so conspicuous 
for high quality that their names, when we read or 
hear them, automatically suggest superiority. There 
is a make of automobile—and a watch—and a piano— 
which create an instant impression of “‘class’’: whose 
gvodness you involuntarily acknowledge. 


Similarly the Peoria Life, by years of conscientious 
attention to the interests of its agents and policy- 
holders, has built up a reputation for Service. Such 
a reputation does not come as a result of claims and 
pretentions, unsupported by the facts. The public 
recognizes excellence only when there is excellence to 
be recognized. Not just fair or average excellence, 
but of a degree striking enough to attract notice and 
cause comment. 


The Peoria Life has not been satisfied merelyfto 
talk Service: it has never for a moment relaxed its 
efforts to give the most complete and useful Service 
possible. Such an ideal, persistently followed, ex- 

lains why the name of the Peoria Life, when heard, 
* instinctively suggests “SERVICE TO AGENTS” 
and “SERVICE TO POLICYHOLDERS!” 
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RESIGNS] FROM BUREAUS 


PROTECTIVE LIFE MERGER 


Alabama National Is Absorbed in 
$57,000,000 Deal 


oo 


WILLIAM D. JELKS IS CHAIRMAN 


S. F. Clabough Will Be President—Other 

Officers Remain—August 1 Expected 

to Be Effective Date 

Ex-Governor William D. Jelks is to be chair- 
man of the board of the new Protective Life 
Insurance Company, Birmingham, Ala., which 
will be formed by the merger of the present 
Protective Life with the Alabama National 
Life Insurance Company, also of Birmingham. 
The merger has been approved by the directors 
and stockholders of the two companies and is 
now expected to become effective as of August 
1, subject to the approval of the Insurance 
Commissioners of the various States in which 
the company does business. About $57,000,000 
of life insurance in force is involved, the Pro- 
tective Life having about $35,000,000 and the 
Alabama National about $22,000,000. 

S. F. Clabough, president of the Alabama Na- 
tional, will be president of the enlarged Pro- 
tective Life. Ex-Governor Jelks, who becomes 
chairman, has been president of the Protection 
Life. He will also be chairman of the execu- 
tive and finance committees of the new company. 
All other officers of both companies are to be 
retained. The list of officers will read as fol- 
lows: William D. Jelks, chairman of the board; 
S. F. Clabough, president; Ben W. Lacy 
vice-president; W. G. Harrison, vice-presi- 
dent and medical director ; E. R. McDavid, vice- 
president; Richard W. Massey, vice-president ; 
Sam P. Woodfin, vice-president ; J. D. Heacock, 
associate medical director; A. L. Fairly, secre- 
tary; W. W. Crawford, treasurer; R. A. Willis, 
assistant treasurer; Alex C. Wellman, actuary; 
Thomas J. Hammer, director of agency service ; 
W. Sheffield Owen, agency secretary; Cabaniss, 
Johnston, Coke, and Cabaniss, general counsel. 

Protective Life stockholders will receive the 
equivalent of a 50 per cent stock dividend, thus 
increasing the Protective Life stockholdings in 
the merged company from $400,000 to $600,000. 
Alabama National stockholdings amount to 
$300,000, thus making a total of $900,000 cap- 
ital, $100,000 additional capital will be alloted 
to stockholders at $300 for each $100 share. 
This will make the capital of the merged com- 
pany an even $1,000,000 and the surplus will 
amount to about half as much more. 

A tabloid statement of the company will then 
be as follows: 

Insurance in force about 


Assets over 
Capital and surplus about 


The Protective Life was organized in 1907 by 
President Jelks, with an authorized capital stock 
(Concluded on page 7) 


STATE FUND LOW 


Pennsylvania Property Protected by 
Less Than $120,000 


ONE LOSS MIGHT WIPE OUT FUND 


State Has No Provision for Rehabilitation 
Until 1929—Capital Alone Valued at 
Over $4,000,000 


PHILADELPHIA, PENNA., July 1—The Fire 
Insurance Fund of the State of Pennsylvania, 
covering some millions of dollars of State build- 
ings, has shrunk to approximately $120,000, due 
to the losses incurred on two fires last spring. 
According to the Fund’s statement, as of May 
31, there was a balance on hand in cash and in- 
vestments of $520,000. However, the losses on 
the Morganza Training School, the main build- 
ing of which was destroyed early in the spring, 
and the loss of the State print shop at Harris- 
burg by fire during the early part of the year, 
must be covered by the Fund. As these losses 
will total at least $400,000, the balance of $120,- 
000 is the State’s protection against losses until 
1929, when ‘the Fund can again be replenished 
by appropriation of the legislature. 

With the exception of several normal schools, 
which carry perpetual fire insurance coverage 
written many years ago, there is no private in- 
surance carried on either State schools or the 
schools of the .municipality of Philadelphia. 
The Commonwealth started to act as its own 
insurer in 1915, when a law was passed ap- 
propriating one-half the receipts from the tax 
on the Pennsylvania business of foreign fire in- 
surance companies to the State Insurance Fund. 
The law provided that, when the Fund reached 
$1,000,000, the excess was to be placed to the 
credit of the general revenue fund. 

However, in 1919 the law was amended per- 
mitting the distribution of the foreign tax re- 
ceipts to the various political subdivisidns of the 
State, the fund having turned back $250,000 that 
year as a surplus over the legal limit of $1,- 
000,000. Since that time the State has been re- 
placing its destroyed property from the Fund, 
and while efforts have been made to rehabilitate 
the Fund through new legislation, nothing has 
been accomplished. 

The State, it is pointed out by company of- 
cials, is now in a situation where one sizable 
fire will enforce either a large deficiency appro- 
priation or a special legislative session for a 
regular appropriation, in order to rebuild a part 
or whole building destroyed. The Capitol at 
Harrisburg alone is regarded as a highly valu- 
able piece of property to go uninsured. As far 
back as 1906 it was underwritten for $4,000,- 
000 on a three-year policy, but when the policy 
expired in 1909 it was not renewed. 

Similarly, Philadelphia carries no insurance 

(Concluded on page 13) 
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New York Indemnity Drops Out of 
Eight Company Organizations 


SPENCER WELTON’S STATEMENT 


President Says He Will Maintain Bureau 
Rates—Cites Duplication of Effort 


The New York Indemnity Company, New 
York, has resigned from eight of the casualty 
bureaus and similar company organizations. 
The company’s resignation from the National 
Bureau of Casualty and Surety Underwriters 
was forwarded to that body last week by Presi- 
dent Spencer Welton and at the same time the 
company dropped its membership in the Work- 
men’s Compensation Publicity Bureau, Insur- 
ance Federation of America, Boiler and Engi- 
neering Insurance Survey Bureau, Bureau of 
Personal Accident and Health Underwriters, 
Plate Glass Insurance Exchange of New York, 
Plate Glass Insurance Survey Bureau of New 
York and the W. F. Moore Plate Glass Bureau. 
The letter of resignation sent out by President 
Welton is as follows: 


For administrative reasons which have to do 
with the policy of this company in the operation 
of its business, it is necessary for me to ask 
that you accept our resignation from your bu- 
reau as of the first date it is possible to make 
that resignation effective under our agreement 
to join your bureau. 

It is with profound regret that I send this no- 
tice to you, but today I see no alternative. 

To prevent misunderstanding, let me say that 
although the New York Indemnity Company is 
withdrawing from every bureau in which mem- 
bership is voluntary, it will, nevertheless, main- 
tain and strictly adhere to bureau rates and do 
nothing which will in any way be construed as 
taking any unfair advantage of its competitors 
by reason of its non-membership in the vari- 
ous bureaus and associations referred to. 


In talking with a representative of THE 
Spectator, President Welton outlined his rea- 
sons for his company’s action in approximately 
the following language: 


I have felt for some time that the New York 
Indemnity’s membership in the many bureaus 
from which it now resigns was an unnecessary 
expense to the stockholders in administration 
costs inasmuch as these organizations in large 
measure duplicate each other’s work. I would 
not permit such duplication of effort in the va- 
rious departments of our company and see no 
reason why the company should help defray the 
cost of such duplication in the bureaus. 

We will retain our membership in the Towner 
Rating Bureau and the Surety Association of 
America since the work of the two does not 
conflict nor noticeably overlap. The New York 
Indemnity, though resigning from the bureaus, 
will maintain bureau rates and will do nothing 
inimical to the business competitively. 

We will probably remain out of the bureaus 
from which we have resigned until such time as 


(Concluded on page 19) 
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OBSERVATION POST 








“SMOKE” 











HE following is clipped from The Post 


Magazine of London: 


ARRIERES PENSEES 
Good men and bad! Assure your lives! 
For this ingenous ruse 
Enables you to leave your wives 
As much as you may choose! 
: By DON. 
* * * 
HE importance of little things is well in- 
dicated by a page in a recent number of the 
Reliance Bulletin, agency publication of the Re- 
liance Life Insurance Company. The page is a 
photostatic reproduction of handwriting in vari- 
colored inks, It shows clearly the importance 
of using only black ink in making out applica- 
tions for life insurance. 
x * * 
O bpheray-vie comparison of failure, suicide, 
and fire loss records since 1900 appears in 
the July 2 issue of Bradstreet’s. The annual 
failure totals compiled by Bradstreet’s are im- 
posed alongside the suicide record of Dr. Fred- 
erick L. Hoffman as published annually in THE 
Spectator, and the fire loss records which are 
compiled by the Journal of Commerce. A fairly 
close relationship is indicated in practically 
every year except 1915, when the failure and 
suicide rates were high but the fire loss record 
was under $200,000,000 for the first time since 
1905. It has never again reached that low 
point. In recent years the failures have fallen 
off but the suicide rate has shown a tendency 
to increase, which leads Bradstreet’s to say, 
“Undoubtedly there are many causes of suicide 
that cannot be measured by statistical methods, 
but it seems safe to say, on the evidence here 
preserited, that business troubles and their con- 
sequent mental stress are among the more im- 
portant influences leading men to self-destruc- 
tion.” 
* * * 
ILLARD E. KING, vice-president of 
the Detroit Life Insurance Company, re- 
cently made a round trip to Chicago by way 
of aeroplane. The pilot was the well-known 
Eddie Stinson and other passengers were Clark 
C. Hyatt and James C. McCabe, prominent 
business men of Detroit. On the return jour- 
ney the trip was made in one hour, 58 minutes 
which is believed to be a record for the trip 
between these two points. 
* * * é 


HE prize for attendance records goes to 

Miss Hattie G. Morse, an employee in the 
home office of the Phoenix Mutual Life In- 
surance Company, Hartford, Conn. For thirty- 
four years she has appeared at her desk every 
working day and has never been late during 
that time. It is a wonderful record and sets an 
ideal for every employee to try to follow, and 
has the enthusiastic approval of every employer 
in the insurance business. 


iy Dire outstanding fact of the present decade 
in this country, I believe, is the awakening 
public interest in aviation, both commercial and 
military. Daily newspapers are giving untold 
columns of space to stories of aeronauts who 
are also Argonauts. The names of Lindbergh, 
Chamberlin, Byrd, Acosta, Maitland, Hegen- 
berger and Grace are on every lip, the Atlantic 
and Pacific have been spanned by aircraft and 
preparations for a flight from this continent to 
Tokio are in the making. The imagination of 
the man-on-the-street has been snared by the 
noose of publicity and his mind, aeroplanewise, 
is beginning to function, if slowly. 
* * x 


EADING the tale of Commander Byrd’s 

effort this week, the page was blotted out 
and, instead, I saw again the long-beaked single- 
seated birds of prey that were the S.E.5s of 
74 Squadron, Royal Flying Corps. It was the 
take-off of the dawn patrol. Against the still- 
darkened horizon gun flashes glowed fitfully 
and the crash of a myriad explosions was 
merged into one continuous sullen mutter. Of- 
ficers of the flight designated for the morning’s 
work chatted together in a little group and 
their machines rested against the chocks, while 
peculiar bluish flames belched from the exhausts 
as the Hispano-Suiza motors were warmed. 
Moments later, cigarettes were tossed aside and 
the pilots clambered into the cockpits, receiving 
final reports from the fitters and gunners as- 
signed to the care of the ’planes. Gradually, 
the wheels of the undercarridges freed, they 
taxied out and took their formation positions 
on the ’drome, eyes on the “bus” of the flight 
commander. Slowly his head turned and sur- 
veyed those back of him then, with a final wave 
of his hand, his motor roared into full revolu- 
tion and they were off. Climbing Eastward 
for height, the flight reached its fighting level 
of about 14,000 feet and turned Westward into 
that expanse known to it as Hunland. Some 
would come back—and some might not. 

Sk 


ONTRASTING that scene with Command- 
er Byrd’s exploit I realized more force- 
fully than ever that routine kills Romance, for 
the men of that squadron worked daily, often 
in the face of destructive odds, always without 
the accurate and scientific instruments of to- 
day and having neither sending or receiving 
wireless equipment. Fog, rain, cloud banks and 
adverse conditions of all kinds were met and 
overcome. Signalling was done by motions of 
the ’planes or by hand, and if a pilot went down 
in the air duels that were of daily occurrence, 
his name in the casualty lists was his obituary; 
that, and the place he held in the memory of 
his fellows. 
* * * 
N those days there was no blare of publicity 
for the man who succeeded as well as for 
him who failed. It was just as well. 
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1 CE PRESIDENTIAL dignity seems to be 
coming in for more than its share of 
slights lately. Mr. Sidney Kennedy’s caustic 
comment, in which holders of that once revered 
office were mentioned in the same breath with 
chorus ladies, was repeated in this column of 
last week. But listen to this! “The time has 
come in the insurance business,” said A. L. 
Stewart of the Norwich Union Fire at the re- 
cent West Virginia Agents’ Meeting, “to re- 
duce the number of vice-presidents and adding 
machines and increase field men’s salaries.” 
x *k x 


Am that, it pleases me to announce, is the 

last derogatory reference to a certain high 
office which shall be given publicity in this spot- 
less column. I am not a cad and a bounder, 
and refuse to permit the reputations of vice- 
presidents to be bandied about in this column—- 
or chorus girls for that matter, since I am told 
that the ladies of the ensemble in our more ar- 
tistic musical extravaganzas are recruited from 
the ranks of America’s finest families. 


* * * 


ONCE knew a lovely but lachrymose lady 
whose custom it was to weep copiously over 
Charlie Chaplin’s antics on the screen. It seems 
to me that the same source of tragedy is con- 
tained in the actions of a factory watchman in 
Indianapolis who, when a fire broke out, rushed 
valiantly through the smoke-filled corridors to 
turn in an alarm. Hoarsely crying, “Eureka! 
Eureka!” he tugged fiercely at the lever. He 
succeeded in very definitely shutting off a drink- 
ing fountain tap. 
* * x 
HE Utopia we all might hope for should 
universal government insurance come to 
pass, is indicated by the following despatch 
from Washington: 

There is no insurance department in the dis- 
trict government today. The entire department, 
from Superintendent Thomas M. Baldwin down 
will be furloughed today as the result of an un- 
expected shortage in funds. Baldwin was fur- 
loughed yesterday and the remainder of the de- 
partment only today, as a result of a $55 short- 


age. 
* * * 


NE of the pleasantest men in the fire in- 

surance business to meet is J. V. Lane, 
assistant United States manager of the North- 
ern Assurance Company of London. His twen- 
ty-five years with that company, as well as 
fourteen more with the Imperial of London, 
which retired from the country in 1902, sit 
lightly on his shoulders. He remains a jovial 
and youthful man who makes no attempt to un- 
necessarily dignify his position. His twenty- 
five years with the Northern were completed 
last week and, if he continues as young as he 
seems he will undoubtedly complete a_half- 
century in due course of time. 
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A BLOW AT THE CASUALTY AGENT 


HE casualty insurance agent is a 

workman and, as such, is entitled to 
a certain remuneration for his services, 
nor is it right that anyone should seek to 
deprive him of this. Yet there are those 
who, knowingly or otherwise, would do 
so and would, in reality, ruin the stable 
foundation of value upon which the busi- 
ness is based. 

There is, for instance, the question of 
“job lot” or “group insurance” plans in 
the field of casualty coverage. As noted 
in the casualty and surety news pages of 
this issue of THE Spectator, the National 
Association of Retail Clothiers and Fur- 
nishers has just established an insurance 
department within its organization and is 
considering a “group” scheme of burglary 
insurance for its members. It is of more 
than ordinary interest that the head of 
this insurance department is Herman L. 
Ekern, former insurance commissioner 
of Wisconsin and former attorney general 
of the Badger State. 

Among the burglary insurance plans 
said to be under consideration by the 
Clothiers Association is one which, it is 
alleged, will bring about a 25 per cent re- 
duction in the indemnity cost, will do 
away with the co-insurance clause and 
will enable members to obtain coverage in 
amounts as low as $1000. 

Any such idea is a direct blow, first, at 
the American Agency System; and, sec- 
ond, at the general conclusion on the part 
of underwriters that the co-insurance 
clause is ‘a sound measure and should be 


applied wherever possible on burglary 
and other risks. The scheme under dis- 
cussion would practically eliminate the 
agent from this business and, if carried 
out extensively in all industries, would de- 
prive him of his means of livelihood. Per- 
haps the agents will sit comfortably upon 
the lower ends of their spinal columns and 
permit a move of this kind to make uni- 
versal headway, but, judging by their op- 
position to automobile clubs going into the 
insurance business, it is not likely. The 
American insurance agent is, fortunately, 
no pacifist. When violently attacked he is 
able and willing to defend himself. Here 
is his chance. 





A SIGNIFICANT REPORT 

HE Building Managers and Owners 

Association of New York has an 
insurance committee which has suggested 
that an investigation as to the ratio be- 
tween premiums collected and losses paid 
on large New York office buildings be 
made. The suggestion is made in lan- 
guage which lacks the customary inflam- 
matory tone of such proposals. Yet more 
significant is the fact that the Association 
is reminded that undoubtedly the best 
method of securing a reduction in pre- 
mium rates is to secure a reduction in 
losses. The committee accordingly recom- 
mends that attention be given to the mat- 
ter of fire prevention. Thus while the 
committee is by no means satisfied that 
the rates on fireproof office building 
should not be reduced, it seems to take a 
stand which indicates that possibly a turn 
has been reached in fire insurance public 
relations. The attitude of leniency and 
cooperation evidenced is unusual and 
promising. It gives rise to the thought 
that if the stock fire insurance companies 
have solid ground upon which to stand 
in respect to the rates now charged on 
fireproof office buildings, the committee 
can be brought to agreement with them. 
It appears, at least, to be possessed of a 
fair and open mind. 

That it cannot be lightly turned aside 
from its protests is shown by the follow- 
ing paragraph, extracted from its report, 
and indicative of its attitude: 

In 1925 the chairman of our local insurance 
committee advised the New York Fire Insur- 
ance Exchange in view of the favorable loss 
record of office buildings throughout the coun- 
try and especially in this city it was commencing 
a review of office building rates; and that one 
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of the obstacles to a reduction here at that time 
was the report that the losses and expense for 
four consecutive years had exceeded the fire 
premiums by some $5,000,000, with the result 
that the companies are on the verge of raising 
rates generally to offset these deficits. Because 
of the inequitable burden of the stock companies 
rates on office buildings, he reported, a con- 
stantly increasing volume of business would 
gravitate to the mutuals. Outside of New 
York, he wrote then, the office building experi- 
ence has led stock companies to reduce the rates 
in fourteen States by an average of 19.3 per 
cent. The present scientific system of rating, 
calculated upon the average experience with the 
origin and spread of fire, is incorrect when ap- 
plied to fireproof office buildings; therefore the 
latter should not be called upon to contribute 
more than their class experience warrants 
toward the ordinary run of miscellaneous fire 
losses. There is substantially no moral fire haz- 
ard in office building insurance. 


OHIO DISCUSSION 
NE of the weaknesses of the mutual 
O and reciprocal forms of fire insur- 
ance organization lies in the opportunity 
presented to the manager or managers of 
securing for themselves remuneration 
entirely out of balance with the services 
rendered. While this does not often 
occur, there are occasional examples of 
such a state of affairs. Judge Harry L. 
Conn, former commissioner of insurance 
of Ohio, discovered that E. J. Brookhart, 
as manager of National Mutual Insur- 
ance Company and the Celina Mutual 
Casualty, both of Ohio, was receiving a 
salary of $12,500 from each, although the 
premium income of these companies in 
no way justified such a gain. 
Supplementary contracts added to his 
income, so that during a period of six 
years he received a total of $202,107 from 
the two companies. In view of this condi- 
tion the licenses of the two companies were 
revoked and action was brought to com- 
pel the superintendent to renew them. It 
is a credit to Ohio justice that the court 
not only fully supported the superin- 
tendent but further ordered a return of 
part of the funds and directed that the 
cost of the litigation be paid personally 
by Mr. Brookhart, rather than by the 
companies of which he is head. The 
policyholders of the two companies are 
thereby returned moneys properly belong- 
ing to them and the manager will, in the 
future, contribute his services at a rate 
more in line with the results which he 
produces for them. 
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F. B. RELYEA ELECTED 
Made Assistant Actuary of Bankers Life 
Company 

Franklin B. Relyea was elected assistant act- 
uary of the Bankers Life Company, of Des 
Moines, when the board of directors met in 
their regular meeting of June 21. 

Mr. Relyea has been associated with the 
Bankers Life actuarial department since July 
20, 1925, and during that time he has had ample 
opportunity to demonstrate a marked ability 
and capacity for his work, recognition of which 
is shown by his election. 

Mr. Relyea’s advancement follows close on 
the heels of his admittance to full fellowship in 
the Actuarial Society of America. He passed 
the final examination, pre-requisite to fellowship, 
late in April of this year. 

The new assistant actuary is, in his words, 
a “product of several schools,” but he is a 
graduate of the University of Toronto. Prior 
to the time when he came to the Bankers Life 
Company, Mr. Relyea was with the Manu- 
facturers Life Insurance Company of Toronto. 

His recent promotion comes as his second 
during two years of home office activity. About 
one year and a half ago he was appointed de- 
partment supervisor of the actuarial department, 
a position which he held until his recent elec- 
tion as assistant actuary. 


A New Insurance President 
The election of David F. Houston to the 
presidency of the Mutual Life Insurance Com- 
pany of New York, inspired the following edi- 
torial in the New York Times of July 1: 


It is an old question, “What shall we do with 
our ex-Presidents?” No satisfactory answer 
has been given, except as it has been given by 
the ex-Presidents themselves. Less interest has 
been taken in the subsequent career of former 
members of the Cabinet. In their case, too, if 
they are men of force and character, they find 
their place and make their way. Several men 
who have served in the Cabinet have afterward 
come to New York. It is doubtful if any of 
them ever displayed higher qualities of vigor 
and integrity than has ex-Secretary David F. 
Houston. After doing other financial work of 
great importance, he has just been elected presi- 
dent of the Mutual Life Insurance Company. It 
is a great position, which has steadily been 
heightened during recent years, when there has 
been full recovery from the insurance scandals 
of twenty years ago. In the discharge of his 
new executive duties, Mr. Houston may be 
counted upon to exhibit not only grasp of detail 
and penetration of mind, but the sense of public 
obligation which ought to go with the important 
trust now confided to him. His election is a 
case not merely for personal congratulation but 
for general satisfaction in the knowledge that 
a large public interest is to be in capable hands. 


Illinois Bankers Life Officials on Trip 

W. H. Woods, president of the Illinois Bank- 
ers Life Association of Monmouth, IIl., and 
A. R. Colvin, superintendent of agents, started 
June 20 on a tour of the agencies of the asso- 
ciation in the Far West, covering four weeks. 
This trip will complete the tour of the com- 
pany’s territory, which was begun in March and 
covers the nineteen States in which the Illinois 
Bankers Life is licensed. 





W. J. Williams Tendered Dinner 

The superintendents of agencies of the West- 
ern and Southern Life Insurance Company of 
Cincinnati tendered a bon voyage dinner to 
President W. J. Williams on June 20 at the 
Hotel Gibson prior to his sailing for a two 
months’ vacation in Europe. Addresses were 
delivered by Vice-Presidents C. F. Williams 
and Clyde J. Johnson, Judge Wm. H. Lueders, 
and Director of Agencies H. Thos. Head, toast- 
master, who presented President Williams with 
a beautiful farewell parchment containing all 
the name of those present and a picture of an 
ocean liner with Mr. Williams and his family 
aboard. Mr. Williams will visit all the large 
life insurance companies abroad and return 
home the last of August. 


American Bankers Club 

Cuicaco, Inu., July 5—A national organiza- 
tion to be known as the American Bankers 
Club was formed recently at the conference of 
industrial managers of the American Bankers 
Insurance Company at Jacksonville, Ill. Already 
twelve subordinate clubs have been granted 
charters. The officers include Ira Greenlee of 
Detroit, president; N. H. Vaughan of Atlanta, 
Stuart Barlow of Elgin, A. G. McKinnon of 
Los Angeles and L. L. Holme of Nashville, 
vice-presidents; R. W. Rowe, Jacksonville, 
secretary, and the following directors: B. Frank 
Taylor, Washington, D. C.; John F. Boyett, 
Cincinnati, and M. C. Cummings of Akron. 
The club has three degrees depending on length 
of service and production. 
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THE GREAT CONSOLER 


When tragedy stalks—twhen the bereaved and bewildered 
mother considers the uncertain future of her now fatherless 
children—when hope is all but abandoned— 


It is then that Life Insurance plays the 
valiant role to which it has been dedi- 


Fear of poverty is banished, the future is 
secured, hope is revived. 


For all forms of life protection The 
Ordinary Agencies, 
located in the larger cities of the 
United States and Canada, offer an 
earnest cooperation to brokers. 


Insurance Company of America 
EDWARD D. DuFFIELD, President 
Home Office, Newark, New Jersey 


The Prudential 
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FARMERS ORGANIZING LIFE COMPANY 
Iowa Farm Bureau Sponsors New Project 

Des Mornes, Iowa, July 2—The organiza- 
tion of an Iowa farmers’ mutual life insurance 
company sponsored by the Iowa Farm Bureau 
Federation and officered and directed entirely 
by farmers, is announced by Chas. E. Hearst, 
Federation president. 

The new company, known as “The Ameri- 
can Farmers Mutual Life Insurance Company,” 
has been incorporated under the laws of Iowa, 
has received the official approval of the Iowa 
Insurance Commissioner, and will write life in- 
surance for farmers exclusively. 

Farmer-agents are being appointed where 
practicable in all counties of the State. The 
new company is organized on the standard legal- 
reserve basis, and is officered by_ farmers. It 
will be administered under the supervision of 
the State Insurance Department with the co- 
operation of the executive board of the Iowa 
Farm Bureau Federation. 

Only farmers may take out insurance in this 
company. The claim is made that this gets 
away from the high mortality rate which pre- 
vails among city residents. 

Money received in premiums will be turned 
back into investments in good Iowa farm mort- 
gages, keeping Iowa farmers’ money on Iowa 
farms, it is contended. 

The officers of the company include: J. L. 
Stark, Corydon, president; Heike A. Rust, 
Sheffield, vice-president; Guy L. Roberts, Prole, 
secretary, and Burt H. Neal, Mt. Vernon, treas- 
urer. The executive board includes J. L. Stark, 
Guy L. Roberts, Burt H. Neal, Heike A. Rust 
and Simon Kemmerer of Ames. 

The new company is the result of more than 
two years’ research and effort by its officers 
and the insurance committee of the Iowa Farm 
Bureau Federation. 


Minnesota Mutual Increases Dividends 

An increased dividend scale has been adopted 
by the Minnesota Mutual Life Insurance Com- 
pany, Minneapolis, for the dividend year be- 
ginning September 1, 1927. The scale repre- 
sents a substantial increase in the amount of 
the company’s dividend disbursements on poli- 
cies. Generally speaking, the average net cost 
for the first twenty years on policies is less 
than the similar average under the old scale by 
from $1.00 to $1.50 per thousand. 

A preferred risk whole life policy is also an- 
nounced, under which an unusually low gross 
premium is charged, the net cost—premium less 
dividend—being likewise unusually low, and the 
surrender values are based on 3 per cent tables, 
so that the cash value at the end of the twen- 
tieth year is full level premium 3 per cent re- 
serve. Settlement options in this policy are on 
a 314 per cent basis, which provides larger in- 
stalments per thousand of insurance proceeds 
than does the 3 per cent basis. 


C. A. PEABODY RESIGNS 


David F. Houston Elected Head of 
Mutual Life of New York. 








ACTION IS UNEXPECTED 





Former Secretary of Agriculture Has Long 
Record as Educator, Statesman and 
Financier 

The board of trustees of the Mutual Life 
Insurance Company of New York last week 
accepted the resignation of Charles A. Pea- 
body as president of the company and elected, 
as his successor David Franklin Houston, finan- 
cial vice-president of the American Telephone 
and Telegraph Company. Mr. Houston will 
take office September 1. 

Mr. Peabody, it has been known, has for some 
time desired to retire and the trustees have been 
looking for a successor. The action last week 
was, however, unexpected and was received with 
great interest in the insurance field. President 
Peabody is approaching his eightieth year and 
wishes to retire from active business. He has 
been at the helm of the Mutual Life since Jan- 
uary 1, 1906. His election followed close on 
the heels of the Armstrong investigation. For 
many years he has handled the financial estate 
of William Waldorf-Astor. He has also been 
retained as financial advisor to many other 
estates. He is a director in a large number of 
corporations. He guided the Mutual Life 
through one of the most difficult periods in the 
history of life insurance and has maintained it 
as one of the strongest and soundest institutions 
of its kind in the United States. 

David Franklin Houston, in addition to the 
connection above mentioned, is president of the 
Bell Telephone Securities Company and is a 
director in the New York Telephone Company, 
the Southwestern Bell Telephone Company, and 
the Farmers Loan and Trust Company. He is 
a director and member of the finance commit- 
tee of the Prudential Insurance Company of 
America. 

Mr. Houston was Secretary of Agriculture 
under President Wilson from 1913 to 1920, and 
was Secretary of the Treasury from March, 
1920, to February, 1921. In February, 1920, 


’ he was also appointed chairman of the Federal 


Reserve and Farm Loan Boards. 

A native of North Carolina, Mr. Houston 
was graduated from South Carolina College in 
1887, taking a master’s degree at Harvard in 
1892. In 1902 he was made president of the 
Agricultural and Mechanical College of Texas, 
and in 1905 president of the University of 
Texas. In 1918 he left to become chancellor of 
Washington University, St. Louis. 

Mr. Houston is not widely known in the life 
insurance field and his experience in the busi- 
ness has been largely confined to his service on 
the directorate of the Prudential. His stand- 
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‘closed its sessions last night. 


INTERNATIONAL CONGRESS CLOSED 
Gathering Was Most Successful in History 
By Frepertck L. Horrman, LL.D. 
Consulting Statistician, the Prudential Insur- 
ance Company of America 
Lonpon, ENGLAND, July 1 (by cable).—The 
Eighth International Congress of Actuaries 
A magnificent 
banquet at Guild Hall was the final function. 
The sessions were the most successful in his- 

tory. 

Sir Thomas Inskip, in his address, made the 
significant remark that the British government 
recognizes the need for encouragement of life 
insurance as all to the advantage of the com- 
munity. 

A party of two hundred actuaries are mak- 
ing a tour of England and Scotland. They left 
this morning for Birmingham. 

The British companies have shown the visit- 
ing actuaries overwhelming hospitality. All the 
objectives of the Congress were fully realized. 


Protective Life Merger 

(Concluded from page 3) 
of $400,000, $100,000 was paid in at the time 
and later the capital was brought up to the 
full $400,000 by sale of new stock and a stock 
dividend. The company has been well managed, 
its investments are excellent and it has taken 
sound actuarial advice. 

The Alabama National was organized in 1908 
as the Great Southern Life Insurance Com- 
pany. It’s present name was adopted in 1921. 
The authorized capital is $400,000, of which 
$100,000 was paid in at organization, and later 
increases have brought it up to $250,000. It is 
also a well managed company and had the dis- 
tinction in 1926 of making the largest percentage 
of increase in new insurance written of any 
company in the United States. 

The new organization has set for itself a goal 
of $100,000,000 of life insurance in force in 
1930. 


Six Months’ Record 

The Acacia Mutual Life Association, of 
Washington, D. C., reports new business paid 
for during the first six months of 1926 as $26,- 
250,000. The net gain in insurance in force 
was $18,440,000. New business paid for during 
the first six months of 1926 amounted to $19,- 
930,000, while the gain in insurance in force 
was $12,600,000. The Association now has 
$244,660,000 of life insurance in force. 








ing as an educator and financier will, however, 
lend strength to the Mutual Life and unques- 
tionably Mr. Houston will repeat in the life 
insurance field the successes he has made in 
other walks of life. 

An excellent portrait of President Houston 
appears as a supplement to this issue of THE 
SPECTATOR. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 

















.o NYLIC . CLUBS... 


THIRTY YEARS AGO the New York Life founded its 
D. S. O., the $200,000 CLUB, as an incentive to Distin- 
guished Service. It also provides every candidate with a 
definite, minimum, self-imposed task and yard-stick. 


and Quarterly business is credited $500 and $250, 


[ Term insurance does not count. Semi-annual 
per $1000, only as each premium instalment is paid. 


Every year since its foundation this Club has played an important part in 
the growth of hundreds of earnest agents. 


Its greatest service has been to inspire average agents to 
reach, and remain on, a plane of success. 


Last year 930 Nylic agents qualified for the $200,000 
CLUB with a total paid production of over 312 Millions 
and 236 of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, requiring a mini- 
mum of $400,000, has recently been established. 


To those capable of still bigger things the TOP CLUB offers another 
incentive of LEADERSHIP with special honor-rewards of the Presidency, 
5 Vice-Presidencies-At-Large and 12 Departmental Vice-Presidencies for 
those who head the great list. 


Annual Educational Conferences for Club members furnish inspiration as 
well as practical sales-and-service information. 


Club membership helps the agent’s 
mental attitude and his professional 
equipment, while the larger pro- 
duction helps his pocket-book. 





Is it any wonder that, meas- 

ured by usual standards, 

Nylic agents are industrious, 

persistent, satisfied and 
happy? 


NEW YORK LIFE INSURANCE CO. 
346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY, President 
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Sales Research Bureau Completes Another 
Field Study 

The Life Insurance Sales Research Bureau 
has just completed a field investigation into the 
methods by which managers and general agents 
are attempting to conserve business. The 
Bureau’s findings will be incorporated in Volume 
V of the Manager’s Manual which is to be 
published early in the fall. 

The survey was conducted by Stanley G. 
Dickinson, a member of the Bureau staff, who 
has just returned to Hartford after traveling 
four thousand miles and visiting eleven key 
cities. The cities on his itinerary represented 
a wide range of operating conditions. In addi- 
tion to visiting a large number of managers in 
their individual offices, Mr. Dickinson, taking 
conservation as his topic, conducted round table 
discussions in eight cities—Omaha, Neb.; Fargo, 
N. D.; St. Paul, Minneapolis, Toledo, Cleve- 
land, Toronto, and Buffalo. The discussions 
led by him had an average attendance of twen- 
ty-four. 


C. B. Knight Inaugurates ‘“Self-Insurance” 
Month 

Charles B. Knight, manager of the Union 
Central Life Insurance Company, of Cincinnati, 
in New York, has broadcast a letter to insur- 
ance brokers urging them to program and com- 
plete their life insurance needs during the month 
of July. 

The letter, which tells the story of the 
“Shoemaker’s Child” and the “Blacksmith’s 
Horse” is illustrated and tells the story almost 
as well as the letter in which Mr. Knight states 
that the insurance man who does not protect 
his own family has no place in the insurance 
business. 

The consensus of opinion is that this re- 
quest will meet with a ready response from all 
who receive it, and the opinions expressed are 
“that it is necessary to bring this to the at- 
tention of the insurance brokers at least once 
a’ year:”’ 


Joins American Life Convention 

The Southern States Life Insurance Com- 
pany with general offices in Atlanta, Ga., has 
joined the American Life Convention. 

The Southern States Life is the third com- 
pany to enter the American Life Convention in 
recent weeks. The other new members are the 
Gem City Life Insurance Company of Dayton, 
O., and the Columbian Mutual Life Insurance 


Company of Memphis, Tenn. 


Organized in 1906 the Southern States Life 
at the close of 1926 had $64,445,000 of insur- 
ance in force and admitted assets of more than 
$7,229,000. 

Wilmer L. Moore is president of the com- 
pany and Clarence J. Hiil, vice-president and 
secretary. It is an Alabama corporation, its 
charter office being in Mitylene, Ala., but its 
general offices are now in Atlanta, Ga. 


—The Union Labor Life Insurance Company of 
Washington, D. C., has been licensed in Montana, 
Texas, Utah, West Virginia and Louisiana. It is 
now entered in twenty-four States. 
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PLANS TEN MEETINGS 
New York Life Underwriters Association 
Inaugurates Novel Scheme 
The executive committee of the Life Under- 
writers Association of New York has announced 
preliminary plans for a series of ten meetings, 
five to be held this fall and five the following 
spring, at which the finest educational and in- 
spirational speakers in the country will be the 
attraction. These meetings will be held at five 
o’clock in the afternoon at the auditorium in the 
Federal Reserve Bank building, 33 Liberty 
street. They are designed to take the place of 
the various so-called “all-star” meetings which 
have been conducted by various individual 
agencies in the city, thus, according to the 
announcement, “centralizing the effort and giv- 
ing it the backing of the Association.” 


The announcement further states that: 


The committee in charge will be able to 
select from the best known speakers and big- 
gest producers in the country, and consequently 
the meetings will have a wonderful educational 
and inspirational value for your men. Under 
the present system of “all star’ individual 
meetings which will be discontinued, only the 
largest agencies are in a position to secure such 
speakers, and the small agencies in many in- 
stances suffer accordingly, for the cost to them 
is prohibitive. 

We expect an attendance of 1000 at each of 
these meetings. From the experience of the 
larger agencies it appears that the cost for 
each person in attendance at these meetings 
averages nearly one dollar, or for an attend- 
ance of say 1000, each meeting would cost in 
the neighborhood of $1000, making a total for 
ten meetings of $10,000. We have had offers 
from several general agencies to contribute as 
high as $500 apiece towards this expense. The 
cost to each agency should bear some propor- 
tion both to the size and importance of the 
agency, and to the number appointed to attend 
the meetings. 


Wisconsin Life Insurance Tax Bill Likely 
to Win 

Manison, Wis., July 1—Tax revenues from 
five life insurance companies of Wisconsin will 
be reduced and the taxes of several competitive 
insurance companies of New England States 
will be increased as the result of concurrence 
by the assembly in Senator Chase’s bill equaliz- 
ing insurance tax burdens. The bill was un- 
favorably reported by the joint committee on 
finance after it had passed the senate with lit- 
tle opposition. The measure will be in the hands 
of Governor Zimmerman within a few days. 


The fight for the bill in the assembly was 
led by Assemblyman R. B. Wood of Adams 
and Assemblyman George C. Hinkley, Milwau- 
kee. Mr. Wood wanted to know if the members 
of the legislature thought that it was fair that 
five young Wisconsin life insurance companies 
which did 414 millions of premiums in this 
State should pay 113 times as much tax in Wis- 
consin as a New Jersey company which did 9% 
millions of premiums in Wisconsin last year. 
He declared that 28 companies of other States, 
mostly New York and New England companies, 
paid a total tax of $293,000 last year and the 
six Wisconsin companies paid $1,071,000. The 
28 companies collected 38 millions of premiums 
in Wisconsin; the 6 home companes 13 millions. 





Made Executive Secretary of Boston Life 
Underwriters 

Boston, Mass., July 2.—The new executive 
secretary of the Boston Life Underwriters As- 
sociation, John P. Muir, who was elected to 
succeed William Collins on July 1, has an 
excellent background for his new duties. In 
addition to a business training received at a 
Boston business college, he has taken special 
courses at Babson Institute, of which he is a 
graduate. He has had practical, executive 
training in handling various sales campaigns, 
agency conventions and in conducting educa- 
tional courses for the Guardian Life in his 
capacity as assistant to the superintendent of 
agencies. With a personality that lends itself 
readily to a position of this nature, it is felt 
that the Association has made an exceptionally 
good choice in Mr. Muir. 


John Hancock Farm and City Mortgage 
Loans 

New farm and city mortgage loans accepted 
by the John Hancock Mutual Life Insurance 
Company, of Boston, during June, 1927, totaled 
$2,779,115, to yield an average rate of 5.59 per 
cent. 

During the six months up to June 30, loans 
were accepted totaling $23,784,457, with an 
average interest yield’ of 5.53 per cent. 

Of this six months’ total, $13,470,129 is se- 
cured by 2144 farm properties, yielding an aver- 
age interest of 5.30 per cent and $10,314,328 on 
849 city properties, yielding interest of 5.78 per 
cent. The city applications for the six months 
include 474 dwelling houses and 106 apartment 
buildings, housing in all 2030 families. 


Institute Actuaries to Meet in November 

The American Institute of Actuaries will 
hold its fall meeting in Indianapolis, Ind. The 
dates selected are Thursday and Friday, No- 
vember 3 and 4. 


Joins John C. Paige & Co. 

Boston, Mass., July 2—William C. Collins, 
former executive secretary of the Boston Life 
Underwriters Association, has become associated 
with the John C. Paige & Co., fire insurance 
agency as a field man in the life department 
which represents the Travelers. This was 
opened by the agency about two years ago and 
signified a new departure for Boston fire and 
casualty offices. Since then, two other agencies 
in this city have opened similar departments— 
O’Brion, Russell & Co. and J. P. Meade & Co. 
—for handling life insurance brokerage. 


Would Cancel Hick’s Insurance 

St. Louis, Mo., July 5.—Suits to cancel ad- 
ditional $115,000 of the $365,000 life insurance 
carried on the life of Clifford M. Hicks, St. 
Louis lawyer and wildcat financier, who was 
found murdered under mysterious circumstances 
on April 30, last, have been filed in the St. 
Louis Circuit Court by the National Life In- 
surance Company of Vermont and the Inter- 
national Life Insurance Company of St. Louis, 
Mo. 

Recently the National Life of Vermont filed 
suit in the United States District Court in St. 
Louis to cancel another $150,000 under seven 
policies on Hicks. 


Honor C. A. Craig 

A huge shield, with almost two thousand 
congratulatory messages from representatives 
of the National Life and Accident Insurance 
Company, of Nashville, Tenn. who wrote 
nearly $5,000,000 in honor of President C. A. 
Craig’s birthday on June 15, was presented to 
him by Vice-President Stevenson and associates 
in their behalf. President Craig was unaware 
of the campaign and knew nothing of the pres- 
entation arrangements until he was aked to ap- 
pear on his beautiful lawn at his home, where 
he is now convalescing. 
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HOME LIFE AGENCY CONVENTION 
Detroit Meeting Attended by Home Office 
Officials 

The Home Life Insurance Company of New 
York held its agency convention for 1926 in 
Detroit was attended by those men who quali- 
fied for the honor roll. 

President Ethelbert Ide Low outlined the 
standing and position of the company, and told 
of its progress in the last twelve months. James 
A. Fulton, superintendent of agents, talked on 
“Increasing Production by Better Working 
Methods” and outlined a definite working plan 
for the accumulation of prospects and a sys- 
tematic following up of those prospects. Dr. 
‘C. F. S. Whitney, associate medical director, 
talked on “Increasing Production by Better 
Selection.” The correspondence course for new 
representatives was announced and discussed by 
R. C. Ellis, of the agency department, under the 
topic, “Producing More by Knowing More.” A 
question box entitled “Ask Me Another” was 
-conducted by W. J. Cameron, actuary. 

A banquet was held in the evening of the 
first day in honor of the honor roll represen- 
tatives. There were present at this banquet 
three men whose period of service in the com- 
pany totaled one hundred and twenty years. 
These men were: W. A. R. Bruehl of Cincin- 
nati, who is the senior member of W. A. R. 
Bruehl & Son, general agents for the company 
at Cincinnati. This firm represents the third 
generation in the service of the company since 
Mr. Bruehl’s father became general agent for 
the company in 1861, and the family therefore 
has a record of continuous service of sixty-six 
years. William Van Sickle, general agent of 
the company at Detroit, entered the ranks as an 
office boy—was later made cashier, and finally 
manager for the State of Michigan. He has 
been one of the company’s most successful gen- 
eral agents and since 1919 has been a member 
of its board of directors. Mr. Van Sickle has 
therefore completed his fortieth year of service. 
Ellis W. Gladwin, vice-president of the com- 
pany, completed this year his thirty-fifth year 
of service. Vice-President Gladwin presented 
to Messrs. Bruehl and Van Sickle, on behalf 
of the officers and directors of the company, 
gifts as a token of their appreciation of their 
long and faithful service. 

On the following day an address was made 
on “How Inspections Are Made,” by E. J. 
Hyde, junior vice-president of the Retail Credit 
‘Company, after which President Low and Super- 
intendent of Agents Fulton outlined the com- 
pany’s program of expansion and development 
for the coming year. 

There was put in the hands of the represen- 
tatives and general agents and managers present 
a copy of an attractive booklet entitled “Facing 
Your Future Squarely,’ which has been pre- 
pared for use in presenting the business of life 
insurance to prospective representatives. 


Lapses 
Do business at al Itimes of the year. Our 
anti-lapsing leaflet “Personal” should have your 
immediate reading. Companies and agents need 
it. Sample free. 


Unique Sales Course Offered Agents by 
Western States Life 

A new sales course which is decidedly unique 
in the method in which the training of agents is 
handled has been devised by Western States 
Life Insurance Company of San Francisco, and 
is now available to the members of its field 
force. 


This new “Course of Instruction in Life Un- 
derwriting’ (Copyright, 1927, by Western 
States Life Insurance Company), is in twelve 
sections and is designed so as to enable the new 
agent to start selling as quickly as possible as 
well as receive a thorough training in the 
fundamentals of the business and the essentials 
of salesmanship under the guidance of the 
agency leader in whose territory the agent op- 
erates. 


The first section entitled: “How to Start 
Serving with Western States Life Policies” is 
placed in the hands of the new agent just as 
soon as he signs his contract with the company. 
Then each section that follows unfolds the sub- 
ject of life underwriting: Section II, “Terms 
and Definitions Used”; Section III, “Western 
States Life the Insurance Company”; Section 
IV; “Instructions to Agents”; Section V, Part 
1, “Basic Principles of Life Insurance”; Part 
2, “Prospects and Prospecting”; Section VI, 
Part 1, “Western States Life Insurance Poli- 
cies’; Part 2, “Human Needs for Life Insur- 
ance”; Section VII; “The Pre-Approach”; 
Section VIII, “The Approach”; Section IX, 
“The Interview”; Section X, “Answering Ob- 
jections”; Section XI, “Closing the Sale”; Sec- 
tion XII, Chapter 1, “System in Work,” and 
Chapter 2, “The Value of an Objective.” 

Just as soon as the agent has completed Sec- 
tion I, he answers the review questions at the 
end, and reports to his agency leader who checks 
the agent’s answers with the “Official Answers” 
furnished by the company. 

If the agent has a thorough grasp of the first 
section of the course, the agency man turns in 
a “Report Card” to the home office. 

Following the receipt of the report card, Sec- 
tion II of the course is sent to the agent, and 
at the same time, a set of “Official Answers” is 
sent to the agency man. 

The agent studies Section II, reports to his 
leader, who again checks upon the progress of 
the agent and turns in a report to the home of- 
fice. 

This procedure is repeated through the entire 
twelve sections of the course of training, on the 
completion of which the agent receives a cer- 
tificate attesting to its satisfactory completion. 

The course of instruction, together with its 
method of operation, was written and devised 
by C. W. Hollebaugh, field secretary of the 
company. 


Write Over Three Million in First Six 
Months 

Frank W. Pennell, William J. Louprette and 
Albert Rose, independent life insurance men, 
comprising the Life Insurance Associates of 
New York report a paid-for business of $3,- 
390,000 for the first six months of 1927. The 
leader was Mr. Pennell with $1,690,000. 


II 


MELVILLE P. DICKENSON JOINS 
PRUDENTIAL 
Son of Security Mutual Life President 
Made Assistant Secretary 

The appointment of Melville P. Dickenson o. 
Binghamton, N. Y., to be an assistant secretary 
of the Prudential Insurance Company of Amer- 
ica, was announced this week from the com- 
pany’s home office. He assumed his new duties 
immediately. 

Since his graduation from Princeton Univer- 
sity, in 1922, Mr. Dickenson has been in the 
insurance business and with the Prudential he 
will be identified with the group department, 
with particular attention to the field. His 
father, David S. Dickenson, is president of the 
Security Mutual Life, with home office in Bing- 
hamton. 

Football enthusiasts will recall the new Pru- 
dential assistant secretary as an all-American 
lineman with the famous Princeton eleven of 
1922, which he captained. This team, it will be 
remembered, defeated Yale 3 to 0 and Harvard 
10 to 3 and in an intersectional contest with the 
University of Chicago snatched a 21 to 18 vic- 
tory from almost certain defeat by scoring most 
of its points by a rally in the final period. 


Southland Life Contest 

Agents of the Southland Life Insurance Com- 
pany, of Dallas, Tex., responded in a very 
gratifying manner to the request for applica- 
tions in honor of the birthday of Clarence E. 
Linz, first vice-president and treasurer, piling 
up in three weeks time a total of 318 applica- 
tions, from 127 agents, for a total volume of 
$1,783,500. 

Koger Stokes, district agent for the South- 
land Life at San Antonio, was the winner of 
the First Annual Paul Montgomery prize for 
the largest number of applications in honor of 
the birthday of Mr. Linz. Mr. Stokes wrote 
a total of thirty applications during the contest. 

The Southland Life has just received permis- 
sion to enter California and A. L. Mallioux, for 
several years a special representative of the 
Southland Life, has been appointed branch man- 
ager at Los Angeles, Mr. Mallioux will be in 
charge of development work for some time. 


Life Underwriters Memphis Program 
Developing 

Boston, Mass., July 2.—The program for 
the annual meeting of the National Association 
of Life Underwriters at Memphis this fall, 
is developing rapidly, it is stated this week in 
Boston by the chairman, Paul F. Clark. An- 
nouncement of the completed program is ex- 
pected at any time. Considerable interest 
centers around the talk of Edward A. Woods 
of Pittsburgh, who, it is definitely known, will 
speak on the American College of Life Under- 
writers and the C. L. U. degree. 


United Benefit Life 
The United Benefit Life Insurance Company 
of Omaha, Neb., wrote $1,294,750 of new life 
insurance during June, which was its seventh 
month in business. The company is licensed in 
twenty-eight States, but has agents in only 
fifteen, from which the above business came. 
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MAY BE 


FIREPROOF 





fierce intensity of fuel in a 
furnace. 


During the past year buildings 
—the last word in fireproof 
construction—have had fires 
which caused considerable 
damage. Many tenants had 
little or no insurance because 
of the false feeling of security 
engendered by the word 


: Y fireproof. 


Explain to your clients that 
the fact they are in a fireproof 
building reduces the risk and 
therefore the cost of fire insur- 
ance to them— but there is 
danger of fire and complete 
security can only be found in 
a policy of a ‘“‘fireproof”’ 
insurance company. 
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FRED S. JAMES DEAD 





Was Prominent Chicago Fire Insur- 
ance Manager 





LAST CHARTER MEMBER OF THE 
UNION 





Was Head of Fred S. James & Company— 
United States Manager of General 
Fire, Urbaine, and Eagle, Star and 
British Dominions 

Cuicaco, Ixz., July 5—Frederick Sinclair 
James, 78 years old, nationally prominent in- 
surance man, died at Highland Park Hospital 
here last Friday after a prolonged illness. 
Mr. James was the founder and head of the 
firm which bears his name, Fred S. James & 
Co., and was the last surviving member of the 
signers of the covenant forming the (Western) 
Union. He was president of the Union for two 
years beginning September, 1910. 

Mr. James was born at Barrington, Ill., Feb- 
ruary 20, 1849, and entered the insurance busi- 
ness as Office boy for Alfred S. James & Co., 
his brother’s firm on July 18, 1864. He ad- 
vanced rapidly and within four or five years 
was made a member of the firm. 

He branched out with his own company as a 
local agent soon after the Chicago fire when 
he established Fred S. James & Co. He was 
made Western manager for the Fire Insurance 
Association of London and afterward of the 
Boston Underwriters, a position he held until it 
was absorbed by the Washington Fire and Ma- 
rine. He then became Western representative 
until the National of Hartford reinsured the 
Western business of the Washington and then 
continued as its Western general agent. 

He was married at Chicago, October 6, 1868, 
to Miss Loretta B. Whitney and five children 
were born. His wife died a year ago but all 
of the children survive. They are: R. E. 
James, L. N. James and Whitney James, and 
two married daughters, Mrs. Flora J. Robinson 
and Mrs. G. M. Weeks, both of Chicago. 

Mr. James also headed the firm of Fred. S. 
James & Co., United States managers for the 
General Fire Assurance Company of Paris, the 
Urbaine Fire of Paris and the Eagle, Star and 
Dominions of London. Mr. James was active 
in the company affairs for many years as at- 
tested by the fact that he was one of the or- 
ganizers of the Western Union. 

He has been ill for two years and has not 
been very active in business. Most of this 
time he has spent in California. 

He has been seriously ill for over two weeks 
and has prolonged his life amazingly by sheer 
force of will. The members of the family were 


called to the bedside over two weeks ago when 
the end was feared, but he rallied and lived for 
over two weeks when death was expected mo- 
mentarily. He was unconscious for many hours 
prior to his death. 


ILLINOIS FIELD CLUB MEETS 
John T. Harding Elected President of 
Bureau Organization 


Cuicaco, Itx., July 5—A very large attend- 
ance featured the annual convention of the IIli- 
nois Field Club, the association of Bureau field 
men, held last week at Nippersink Lodge, Wis. 
John T. Harding of the Millers National was 
elected president. Other officers include: A. 
H. Knight of the National Liberty; vice-presi- 
dent; John Hon of the Crum & Forster com- 
panies, secretary, and Carl Hoest of the Girard 
Fire and Marine, treasurer. 


Frank L. Erion, adjuster of Chicago, spoke 
on use and occupancy insurance and declared 
that this new type coverage offers a field in 
which the fieldmen can increase the premium 
income of their companies without correspond- 
ingly reducing the income of a competitor. He 
declared that this would be a constructive force 
for the good of the insurance business. 

Mr. Erion outlined the different types of 
coverage offered in the risk and cited examples 
of where companies had been greatly benefited 
by having their fixed and charged and profits 
guaranteed by it. 


R. T. Nelson of the Chicago Board analyzed 
the fire insurance policy; Harry K. Rogers of 
the Western Actuarial Bureau urged fire pre- 
vention, and Ross Sherman, local agent of Wau- 
kegan, III., spoke on co-operation between com- 
panies and agents. Fred Hess of the American 
also was a speaker. 

A. H. Knight won the low gross golf prize 
and Miss Florence Caine, office secretary’ for 
the club, and Dan T. Smith, tied for blind 
bogey. 


State Fund Low 

(Concluded from page 3) 
on its public school buildings, in which there 
are hundreds of thousands of dollars of public 
funds invested. The companies are not keen 
about this class of business at present rates, 
particularly those buildings in the suburbs that 
are outside the first class protection limits. Yet 
one executive expressed the opinion that the un- 
derwriting could be made profitable, and not too 
expensive to the City, if the competition of the 
City Fund were withdrawn, and, under any cir- 
cumstances, the protection against loss would 
be adequate, with company underwriting, where- 
as at present there is scarcely any real protec- 
tion at all. 








Mr. James was a member of the Bankers Club 
of New York, the Chicago Club, the Midday 
Club, and in his earlier years was active in 
the Masonic order. 

Funeral services were conducted Sunday in 
Rosehill Cemetery by Rev. J. T. Stone, pastor 
of the Fourth Presbyterian church. 
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DECLARE BIG DIVIDENDS 





Liberty Group Emphasize 
Strong Position 


National 





CAPITAL INCREASE PROBABLE 





All Three Companies Announce Extra Divi- 
dends—Surplus of National Liberty 
Increasing Rapidly 

All of the fire insurance companies in the 
group headed by the National Liberty Insur- 
ance Company, of New York, have announced 
extra dividends in addition to regular dividends. 
The National Liberty is paying an extra 20 per 
cent in addition to its regular semi-annual divi- 
dend of 10 per cent. The company has paid 
20 per cent annually for some years and is pay- 
ing an extra 20 per cent for the second time 
within the past three years. The directors of 
the company have announced that during the 
first s& months of 1927 the surplus increased 
nearly $1,000,000 more than during the entire 
year of 1926. 

It is also announced that the directors are 
considering an increase in capital stock, at least 
part of which may be by means of a stock 
dividend. 

The Baltimore American Insurance Com- 
pany, of New York, declared a regular semi- 
annual dividend of 6 per cent and an extra divi- 
dend of 6 per cent. The People’s National Fire 
Insurance Company, of New York, placed its 
stock on a 16 per cent basis, paying 8 per cent 
semi-annually. An extra dividend of 1 per 
cent was declared. 

Stock of these companies is closely held and 
it is difficult to get a reliable quotation from 
any of the stock houses dealing in insurance 
stocks. It is said, however, that the move was 
anticipated by a strong increase in the asking 
price. 


Michigan Field Men Meet 

Port Huron, Micu., July 2—Discussion of 
field men’s problems, addresses by leaders in 
the insurance world, and a social and sports 
program marked the sessions here at Gratiot 
Inn this week of Michigan Fire Underwriters 
Association, the Union field men’s organization, 
and the Michigan Field Club, the Bureau body. 

C. L. Allen of Detroit was named president 
of the Underwriters’ Association, E. R. Chaufty, 
Jackson, vice-president, and A. N. McDougall, 
Detroit, secretary-treasurer. Mr. Allen suc- 
ceeds J. P. O’Brien of East Lansing. Another 
Detroiter, Guy Sterling, was chosen to head the 
Bureau organization; Harry Ridenour of Grand 
Rapids was picked vice-president, and Stewart 
Morgan of East Lansing was re-elected secre- 
tary-treasurer. 

Charles D. Livingston, Michigan Insurance 
Commissioner, and W. M. Bament of the Home, 
New York, were the chief speakers at a big 
joint meeting of the field men’s club. 
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FREDERICK RICHA2DSON, United States Manage 


GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 











FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co,, Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











NORTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 


FIRE 
AUTOMOBILE 


——. 


A 
= —.. 
FORT SCOTT, KANSAS 





The Western Automobile Insurance Company 
The Western Automobile Casualty Company 
The Western Fire Insurance Company 


HOME OFFICES 
FORT SCOTT, KANSAS 


Established in 1910. 

Operating in 18 States. 

Combined Assets $2,635,409. 

Combined Capital and Surplus $1,059,040. 
Cash Income, 1926, $1,733,186. 
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Desirable Agency opportunities 
in unoccupied territories 


E. C. GORDON . RAY B. DUBOC 
Secretary President 




















Address Home Office For Agency Connection 


7: HAMPTON ROADS 
FIRE «© MARINE 
Insurance Company 


NORFOLK, VA. 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board Presiden 














ATLANTIC LIFE INSURANCE (CO. 
Richmond, Virginia 














Attractive General Agency 
‘ Openings Available in 


Michigan—Texas—W. Virginia 





‘Honestly, It’s the Best Policy’’ 











Field Annuals 


Insurance Directories 


for 
*Greater New York Tennessee 
{New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 
P. 0. BOX 617 LOUISVILLE, KY. 
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Fire Insurance 








BOARD CHANGES 
DISCUSSED 





Proposed Chicago Rules Subjected to 
Criticism 





MANY LOOPHOLES SEEN 





Belief Expressed That Their Passage 
Would Only Partially Clear Up Present 
Difficulties 

Cuicaco, Ix., July 5.—The proposed changes 
in the brokerage and commission rules of the 
Chicago Board of Underwriters aimed to rectify 
the muddled commission situation in Chicago 
are not generally approved and _ indications 
point to rough sledding at the quarterly meet- 
ing July 14 when the rules come up for adop- 
tion. 

The proposed rules do not attempt to change 
the commissions to class one agents but limit 
themselves almost wholly to brokerage, and be- 
cause of this most protests are being made. 
Some of the agents say that the rules do not 
go far enough and insist that the entire situa- 
tion should be revised at the same time, while 
other managers are agreeable to having the 
brokerage revised at this time with the under- 
standing that the class one commissions will 
come up for review soon afterward. 

The new rules would place brokers on a parity 
with the class two or suburban agents in com- 
missions with the added advantage to the 
brokers that they would get the same commis- 
sions on business from any part of Cook 
county. The commissions for class two agents 
and brokers would be fixed at 15, 20 and 25 
per cent, except that the class two members 
would receive only 10, 15 and 20 on property 


‘inside the principal city district. 


This move to equalize the suburban agents 
and brokers is received with divided sentiment. 
Some class one agents declare that the broker 
is entitled to larger commissions because he 
devotes his entire time to insurance, while the 
suburban agents often have insurance as a 
sideline. One manager declared that brokers 
had been getting the class two commissions 
simply by having their homes registered as their 
places of business. 

Managers and representatives of the Union 
companies held a meeting last week to consider 
the Chicago commissions and a program was 
arranged to be presented to the members of the 
Union for opinion. The sentiment at the meet- 
ing was said to be about evenly dividend for 
and against the program. Their program goes 
beyond the board’s proposed changes in that 
they suggest that the commissions to class one 
agents be fixed at this time. 

In substance the program would provide that 
the commissions to class one agents be fixed at 
20, 25 and 30 per cent with a 10 per cent con- 
tingent on an earned basis; that class two agents 
be paid 15, 20 and 25 per cent with no con- 
tingent and that the board “establish broker- 
age and make it effective.” 

The program would provide a 10 per cent 
overriding commission for supervision of class 
two business and a contingent in connection 


with such supervision on the same basis as 
class one; that no branch office can have part 
of its class two business supervised by a com- 
mission agent, and that class two accounts pass 
through a central auditing bureau and that ac- 
counts of supervising agents take a similar 
course. It is proposed also that all agents sign 
an agreement that they will not accept commis- 


sion higher than that allowed by Union com- 


panies. 

One class one agent pointed out that this 
program would put the whole question right 
back where it is because the present legitimate 
commission to class one agents is 20, 25 and 30, 
though it is admitted that this commission is 
generally not adhered to. This manager also 
pointed out that the proposed changes of the 
board are aiming to “establish brokerage and 
make it effective’ as recommended in the pro- 
gram. 


Big Chicago Company Planned 

Cuicaco, Iit., July 5—A new fire and cas- 
ualty company is being projected for Chicago 
by R. B. Newell, president of the R. B. Newell 
Investment Company, it was reported last week. 
The name of the new company has not yet been 
fixed though the International Fire, Marine, 
Casualty and Bonding Company has been sug- 
gested. The new company will have authorized 
capital of $5,000,000 and a surplus of $2,500,- 
000. It is reported that no stock is for sale 
as it has been subscribed for by Chicago and 
Detroit capitalists. Former United States Sen- 
ator James Hamilton Lewis is preparing the 
papers. 





UNION FIELD MEN IN SESSION 
Illinois State Board Elects Arthur C. 
Wallace 

Curcaco, Itt., July 5.—The need for more 
vigorous collection of agents’ delinquent bal- 
ances featured the discussion at the annual 
meeting of the Illinois State Board, the asso- 
ciation of Union field men, held last week at 
Delavan Lake, Wis. Arthur C. Wallace of the 
New Hampshire was elected president. Other 
officers include: T. C. Underwood of the Con- 
tinental, vice-president, and Miss E. E. Edwards, 
re-elected secretary-treasurer. The new mem- 
bers of the executive committee include: Rod- 
ney Wiley of the Atlas and Charles T. Wright 
of the Great American. The holdover members 
of the committee include: A. R. Rathslag of 
the Home, Harry M. Callahan of the A®tna 
and E. E. Parker of the Detroit Fire and Ma- 
rine. 

A. A. Knopp, retiring president of the board, 
made several suggestions as to how the collec- 
tion of balances could be improved. Other 
speakers included: J. R. Wilbur, vice-president 
and Western manager of the America Fore 
companies, and Fred B. Luce, Western manager 
of the Providence Washington. 


Haii Adjusters Meet 


Drs Moines, Iowa, July 2—Hail insurance 
adjusters from six States convened in Des 
Moines this morning, opening a two-day session 
at the Chamber of Commerce library, Hotel 
Savery. Approximately 100 representing twelve 
insurance agencies are in attendance. 











BUSINESS OF AMERICAN COMPANIES IN CUBA IN 1926 


Below is presented a record of premiums and losses reported by a number of American 
fire insurance companies as to their business in Cuba in 1926, together with totals for 1926 
and for five previous years: 




















Fire Motor VEHICLE ToraL, ALL CLASssES 
Net Prems. NetLosses Net _— = ae = hb ws —- 
Company and Home Office Received Incurred Receive neurre eceive neurre 

Aetna, Hartford ere. Pee Pere $214,772 $46,249 i --) Seam aada $223,800 $62,247 

Automobile, Hartford......... sae 51,584 37,933 11,184 $2,217 87,467 59,857 

Connecticut Fire, Hartford....... 11,693 ee eT OPO Serene 14,936 2,945 

Equitable F. & M., Providence... . 2,338 194 cece e ee te ee ene 2,987 255 

Granite State, Portsmouth........ 418 SOet ccataees ' leneceuene 418 35 

Hartford Fire, Hartford.......... 60,836 — 24,760 65,893 — 23,660 

Ins. Co. of N. A., Philadelphia.... 40,308 5,088 40,308 5,088 

Iroquois Fire, Peoria............- 280 13 279 1 

Phoenix, Hartland... .....0535.g0<0- 19,378 1,551 24,752 4,850 

Springfield F. & M,, Springfield... 2,583 —280 2,583 — 

U. S. Merchants & Shippers, N. Y. 55 149 9,470 4,324 
"Totdia (1900) «...« «Ge vedenes 404,245 67,142 472,893 115,674 
Totals fy | ee ee Bee 385,644 65,376 519,870 3,539 
oe ee er 421,240 633,595 549,153 636,327 
"TORRE (IONS) «ccc Gedsdeeee 407,714 26,363 477,535 34,233 
‘Teta CAGGS) o 6 vs Be dedocas 335,027 130,729 371,212 200,665 
Totals CIOZE) «5.0 ib sc cecc ce 539,372 105,330 563,829 96,123 
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Aetna, Hartford.......ccccccccee $1,780 $15,935 3 eet ee 

Automobile, Hartford............ 1,76 3,709 

Connecticut Fire, Hartford....... 17 303 

Equitable F. & M., Providence... . 3 60 —-1 a 

Hartford Fire, Hartford re 7 a aa : a 

Iroquois Fire, Peoria.........022+ «sw eeeess «we ew enee ee ee ee. - 

Phoenix, HHMBtlOed . oo cc cdcccdcces 29 502 <>, secvetec 
ote CAO te caecic cence 7,979 20,509 ee! ee Se Sevccdec 
Totals ort Sica cBaseteee< 23,424 10 ee 35,621 1,777 
TE CLBSE 6 wv cbsccdeces 11,222 171 § § § § 
yin kh) i rr CS re ee § § § § 
Totals 51933) ee Pee Oren ooae er § H : : 
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sin OcEAN MARINE ioe Meee 963 EARTHQUAKE 

Aetna, Hartiord...sccctecictecce  weesecss sietveda ee RP a ode pe 

Automobile, Hartford............ $22,726 EO Rae Cee ato a wate eee ~~ 

a rag ee ties a eee ; os RM: "“Seatedes 2 ddewshee | dueneed c Pe ee HE 

Equitable F. (  ROCNNENCR.... = OA ccctcas st = aeadese  (sebecude, “sétcscote * eeuece ee 

Puaenia, MAN a os ck ete <a 5,358 2,796 Bi <4 vecask. naceneae 2: at : 

U. S. Merchants & Shippers, N. Y. 6,571 3,666 Se! cecaceud.  ueaccéecwe. fame 
Totals (1926) .... a ciecieciccee 38,534 24,129 4,781 a = saenes ox édcccdee 
Totals (928) Serr ae eS 35,477 14,100 7,752 ME. - cease so RTE: 2 


§. Figures not compiled prior to 1926. 
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WHAT ABOUT THE YEAR—1927? 


That is the question many agents are asking themselves. 


All companies have good policies, competitive rates and operate under the same laws. 
The Company that can give you the best service, and will help you write the most business is the one to 


choose. 
The Liberty Life offers to agents: 


Prospects; Illustrated Pre-approach and Follow-up; Local Agency Connections; Special 
Campaign to Conserve Business and to Increase Renewals. 
Agency openings in Kansas, Missouri, Nebraska, Arkansas, Illinois, California, Texas, Colorado, Wash- 


ington and Oregon. 


The Liberty Life Insurance Company 


Liberty Life Building, Topeka, Kansas 
CHAS. A. MOORE, Vice Pres. and Manager 


LIFE—ACCIDENT— 
HEALTH 





LIBERTY LIFE 
AGENTS 
‘Drive Sorrow from 
Tomorrow’ 











OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 














B¢LTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 











AMERICAN EQUITABLE 
ASSURANCE COMPANY 


OF NEW YORK 


Assets, January Ist, 1927...$ 4,896,544.34 
Surplus to Policyholders...$ 1,928,405.51 


Losses paid since organiza- 
REI CR 2° i ai ie $17,807,373.74 


Desirable fire insurance agents wanted who can 
give us a representative business 


Apply to 
92 William Street 
New York 


Home Office 











on mut topics 
Mutual) 


(Topics of The Connecticut 
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OUR BUSINESS 


‘*This is to notify you that I have now been pro- 
nounced able to return back to work, also that I 
no longer claim the disability benefits. I am 
thanking you very deeply for the past accommo- 
dation you have favored me with. The disability 
benefits have been a great help to me during my 
recovering back to health again.”’ 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
. HARTFORD 


1846 Over 80 years in Business 1927. 




















Company Ask Any Des Moines 


of Life Agent 


Could you talk with any of the men we wora 
with, you would say that the co-operation 
with this Home Office is the kind that gets 
the business. 


Co-operation 


-__--  ( / 


JJ SRambaugh 


President: 








Interested? Write for openings! 





Paid (i) Balance Che 


CJ LJ 
DesMoines Life & Annuity Co. 











ROYAL UNION LIFE INSURANCE COMPANY 


DES MOINES, IOWA 


REACHING EVERY MEMBER 
OF THE FAMILY 


One of the vital factors contributing to 
the constantly increasing success of Royal 
Union Salesmen is the fact that this Com- 
pany offers a policy for every member 
of the family. 


Our Juvenile Policies, written on children 
as young as one day old, go into full bene- 
fit automatically at age 5 without re- 
examination. 


We write women on an equal basis with men. 


ROYAL UNION LIFE INSURANCE CO. 


Des Moines, Iowa 
A. C. TUCKER, President 
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F. W. KOECKERT MADE 
MANAGER 


Whitney Palache Retiring from 
Commercial Union 








LONDONER MADE ASSISTANT 





A. J. Makins to Come from Head Office— 
Former Manager Will Return to 
California 

As of August 31, Whitney Palache, United 
States manager of the Commercial Union As- 
surance Company, the Union Insurance Com- 
pany, of London, and president of the Commer- 
cial Union Fire Insurance Company, of New 
York, will retire. He will be succeeded as man- 
ager by Fred W. Koeckert, now assistant man- 
ager. Mr. Koeckert will, in turn, be succeeded 
by A. J. Makins, who it at present connected 
with the company in its head office at Liver- 
pool, 

Mr. Palache, it is understood, has for some 
time desired to be relieved of his duties in order 
to return to his native California and there 
enjoy a period of leisure. The head office di- 
rectors of the company accepted his resignation 
with regret, at the same time expressing appre- 
ciation for the work which he has done during 
his term of service in his present office. 

Mr. Koeckert, who succeeds Mr. Palache, 
received his early training in the America Fore 
offices where he rose rapidly. His work as 
assistant manager of the Commercial Union 
has won him wide recognition as a capable and 
hard-working executive who can be depended 
upon to carry out his promises to the letter. He 
is a comparatively young man. 

Mr. Palache first became known in Eastern 
insurance circles in 1913 when he was elected 
vice-president of the Hartford Fire Insurance 
Company. He assumed the managership of the 
Commercial Union in 1920, succeeding Colonel 
A. H. Wray. During his regimé he entirely 
reorganized the United States branch, central- 
izing the control and establishing new depart- 
ments where necessary. Meantime he built up 
its premium income and brought about a steady 
increase in its total assets. His ability has been 
recognized by his associates in various com- 
pany organizations. He had been chairman of 
the executive committee of the National Board 
of Fire Underwriters and was its vice-president 
last year, refusing to allow consideration of his 
name for the presidency this year. He is known 
to have many close friends among fire insur- 
ance executives. 


Discuss P & I Insurance 

San Francisco, Cauir., June 27.—Contend- 
ing that P & I insurance is properly marine in- 
surance and as such is exempt from taxation 
under, the surplus line law when placed with 
unauthorized companies, surplus line brokers of 
San Francisco appeared before Commissioner’ 
Chas. R. Detrick of California on June 15 and 
presented an argument for a ruling for relief. 
S. H. Beckett of the department said that an 
old ruling was to the effect that such business 
was taxable and that all surplus line brokers 
must be licensed under the California law. 
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Withdrawal of Federal Automobile 
Expected 


LaNnsinG, Micu., June 29.—Withdrawal of 
the Federal Automobile, Indianapolis reciprocal, 
from the Michigan field is anticipated here as 
the probable outcome of the recent hearing here 
after Commissioner Charles D. Livingston had 
cited the exchange to show cause why its cer- 
tificate of authority should not be revoked. 
Although Commissioner Livingston has not yet 
made public his decision with reference to the 
points brought out at the hearing, a letter re- 
ceived by the department from Judge E. L. 
Slack, general counsel for the reciprocal, in- 
dicates that the exchange will make no further 
effort to retain its Michigan license but will 
withdraw as soon as satisfactory arrangements 
can be made. Presumably a reinsurance deal 
of some sort will be consummated as the ex- 
change is understood to have quite a volume of 
business in Michigan, having been admitted to 
this State in 1922 and showing a gross premium 
receipts of $72,271 in 1925, the last year ‘for 
which statistics have been released by the de- 
partment. 

Local insurance men are satisfied that the 
hearing convinced officers of the Indiana recip- 
rocal that they could never meet the probable 
demands of Commissioner Livingston. The 
Commissioner had indicated that unless his rec- 
ommendations were carried out to the letter, the 
reciprocal would be ejected from the State. It 
has been quite generally known that the Michi- 
gan department has been dissatisfied with the 
financial showing of the exchange for some time 
and it is not believed that the recent convention 
examination improved its standing, although 
the findings in that examination have never been 
made public. Michigan, Indiana and Tennes- 
see participated. Before the report was re- 
leased, however, Commissioner Livingston cited 
the reciprocal, evidently with a desire to pro- 
tect the Michigan insurance-buying public from 
further operations of a carrier whose soundness 
was in question. 

Stock auto insurance agents have followed 
the case with particular interest due to the fact 
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that the Federal Automobile has been quite a 
lively competitor in the past. Its withdrawal 
from the State, no matter on what terms, is 
expected to result in acquisition of consider- 
able business by the stock carriers. 





James A. Aitken Appointed 


Announcement is made by the A2tna (Fire) 
Insurance Company of the appointment of 
James A. Aitken as superintendent of the In- 
land Marine department at the Western depart- 
ment headquarters at Chicago, succeeding 
former Superintendent Harold G. White, an- 
nouncement of whose resignation was recently 
made. 

Superintendent Aitken has been special agent 
of the AXtna (Fire) covering Eastern Pennsyl- 
vania, with headquarters at Philadelphia. He 
has had many years’ experience in both office 
and field work for the A*tna (Fire) and is 
thoroughly qualified by his personality and 
business knowledge to continue the active devel- 
opment of inland marine business planned by 
his company. 


New Adjustment Law in Connecticut 

No person may act as public adjuster with- 
out a license in Connecticut after July 1, ac- 
cording to an announcement made by Insurance 
Commissioner Howard P. Dunham recently. 
Legislation passed at the 1927 session of the 
General Assembly provides that any person act- 
ing as public adjuster must be licensed by the 
insurance department. The law does not apply 
to salaried adjusters in the employ of regularly 
licensed companies. 

Commissioner Dunham said that he has not 
yet received any applications for such licenses, 
although it will be a violation of law under 
penalty of fine and imprisonment for any per- 
son to act as public adjuster after July 1 with- 
out such license. The Commissioner stated that 
a written examination is required in order to 
test the qualifications of the applicants. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $5,000,905.77 
Capital - - - - 750,000.00 
Surplus - - - - 1,186,456.08 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,564,449.00 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liebility Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal State 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN: LANE 
NEW ORLEANS NEW YORK 

















A Progressive SURETY and CASUALTY Company 
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BANKERS INDEMNITY INSURANCE COMPANY 








In 1827 heavy accident judgments 
were rare, hence there was no de- 
mand for liability insurance. That 
was one hundred years ago. 


In 1887, about the time liability in- 
surance was first sold here, policies car- 
ried limits of $5,000-10,000.. That 
was forty years ago. 


In 1927, now, we are confronted 
with the record of verdicts greatly 
exceeding the limits of forty years 
ago, while the dictionary description 
of insurance, “making oneself safe 
against something” stands as an ac- 
cusation against those by whom insur- 
ance is provided. 


The minimum or basic limits sold 
by this Company are $7500-15000 
for personal injuries and $1500 for 
property damage. 


Be a 1927 agent. Sell “Bankers 


Indemnity” policies and increase 
your clientele. 


Operating in the following States: 





Connecticut Pennsylvania Delaware Indiana 

Rhode Island District of Ohio Minnesota 

New Jersey Columbia Michigan Wisconsin 
Maryland Illinois 


Liability — Compensation — Burglary— 
Plate Glass—Accident & Health 


Address Agency Department for Particulars 


BANKERS INDEMNITY INS. CO. 





HeadOffice | =, i@_f por oes 

24-30 f | VETe: Philadelphia 
Commerce St. “Se | | Chicago 

NEWARK, a | ¥ me et oe 
, IK \\E EGUARD Hartford 














=) 
FREDERICK E. WILKENS, Vice Pres. & Gen. Manager 














Get out of the‘- DANGER ZONE”’—into the“\SAFETY ZONE” 
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LONGSHOREMEN’S 
COMPENSATION 


Massachusetts Changes Rates to In- 
clude This Coverage 








INSURANCE DEPARTMENT HAS 
APPROVED 





Amendments Applicable to Outstanding 
and New Business in Territory 

Boston, Mass., July 1—In order that Massa- 
chusetts workmen’s compensation insurance 
rates may included coverage under the United 
States Longshoremen’s and Harbor Workers’ 
Compensation Act, effective on July 1, rates for 
stevedoring risks, shipwright work, boat build- 
ing, rigging and ship ceiling have been amended 
and the amendments, as adopted by the Massa- 
chusetts Rating and Inspection Bureau, approved 
by the Commissioner of Insurance. 


The new rates show a considerable increase 
on account of this additional coverage, as in- 
dicated from the following changes, and are 
applicable to renewal and outstanding as well 
as new business. All policies outstanding July 
1, 1927, must be amended accordingly and 
endorsed so as to limit the liability to one per- 
son to $5000, but placing no limit upon the 
number of cases to be considered as the result 
of a single accident. Higher limits ranging 
from $7500 up to $100,000 may be secured. 

Stevedoring, N.O.C., increased from $14.45 
to $17.81—minimum premium, from $153 to 
$186. 

Shipwright work, marine railways operation, 
from $3.72 to $4.54, minimum premium from 
$45 to $53. 

Boat building, construction or repairing 
yachts, sailboats or rowboats, wood or metal, 
not exceeding 150 feet, including shop and yard 
work, from $1.40 to $1.66, minimum premium 
from $22 to $25. 

Rigging, ship or boat, from $5.03 to $7.29, 
minimum premium from $58 to $81. 

Ship ceiling, from $5.83 to $8.45, minimum 
premium from $66 to $93. 

The rate remains unchanged at $4.57 for 
stevedoring by a hand or by means of hand 
trucks exclusively, on hoisting of cargo. 

These changes have necessitated changes. in 
code numbers for all of the foregoing and like- 
wise for shipwright work, not boat building, 
for all operations, including shop and yard, dry 
docks and marine railways, and for dry docks 
(operating docks and repairing vessels only), 
including shipwright work (excluding construc- 
tion of docks). The new code numbers will ap- 
pear on the regular Massachusetts rate sheet, 
page 4. 

Two new classifications have been added un- 
der “Painting-Ship Hulls,” viz., painting, ship 
hills and ship scaling, the rate for which is 
$10.96, minimum premium, $118. 





There is also a percentage increase for ship- 
wright work covering operations aboard ship 
where Federal coverage is not contemplated and 
in these specific classifications the published rates 
are increased 35 per cent. 


CENTRAL BUREAU CASE IS ENDED 

Parties Drop Legal Action—Statement by 
Brokers : 

The litigation between the New York brokers 
and the companies over the Central Bureau plan 
of the latter for dealing with “not taken” and 
“canceled” policies of casualty insurance was 
ended last week when, by agreement between 
the parties, Justice G. V. Mullen, in Part II 
of the New York Supreme Court, ordered the 
action discontinued without costs. Following 
this, the Fire, Marine and Liability Brokers 
Association issued this statement: 

The proposed operation by casualty companies 
of a plan similar to that used successfully by 
the fire companies meets our approval. We 
urged the advisability of such a plan long be- 
fore the matter was submitted to the courts. 
We are ready now, as we were then, to co-op- 
erate in every fair way, and look forward to the 
creation of a method for handling the premium 
which will be beneficial to all interests. The 
time is opportune to bring about much needed 
reforms. Casualty insurance has grown and is 
growing in gigantic proportions. The business 
has been encrusted with a multiplicity of com- 
plicated detail. A good deal of this is of no 
purpose. For the welfare of the public and 
for the insurance field, policies should be sim- 
plified and standardized. The cost of routine 
handling of the business should be reduced. 
With the increased activities of company 
bureaus and the ever-changing manuals and 
schedules it is becoming difficult to operate a 
modern brokerage office at a fair profit. Where 
the brokerage is limited to 10 per cent there is 
actually a loss to the average broker. This con- 
dition has been borne with patience by brokers 
for years. It is not sound economically and 
should be remedied. 

It is to be regretted that the Central Bureau 
matter had to be adjudicated through the courts 
and that the spirit of friendly co-operation which 
prevails now was not permitted to have play 
and February. We share with the committee 
of local managers the hope that the outcome of 
the present conferences will result in lasting 
benefits to all interests. 


Appoints Shinkman-Edwards Agency 

Vice-President Elmer E. Johnson, Jr., of 
the Great American Indemnity Company, New 
York, has announced the appointment of the 
Shinkman-Edwards Agency as general agents 
at Grand Rapids, Mich. This agency is of re- 
cent origin, having been organized through a 
combination effected by J. Harrison Edwards. 


Resigns from Bureaus 
(Concluded from page 3) 
the casualty and surety companies, possibly 
through the Association of Casualty and Surety 
Executives, see fit to unify the various bureau 
efforts and eliminate the duplication that now 
exists in this type of administration in our busi- 


ness. 
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NEW COMPANY 


Occidental Indemnity Under Way in 
San Francisco 








CALIFORNIA LICENSE IS ISSUED 





Fireman’s Fund Interests Organize Carrier 
fer Liability and Compensation 

A new company, the Occidental Indemnity 
Company, has just been licensed by Insurance 
Commissioner Charles R. Detrick of Califor- 
nia to do business in that State. The organiza- 
‘tion, which is a San Francisco corporation, re- 
ceived its charter on June 24 and is authorized 
to write fidelity, surety, plate glass, liability, 
workmen’s compensation, automobile, common 
carrier liability and miscellaneous lines. It has 
a paid-in capital of $300,000 with a surplus of 
like amount. 

No definite information is so far attainable, 
but it is rumored on the Coast that the Occi- 
dental Indemnity was formed by interests affili- 
aed with the Fireman’s Fund Insurance Com- 
pany of San Francisco, the large fire insurance 
carrier. Records in the office of the Califor- 
nia insurance commissioner are said to show 
that J. B. Levison, president of the Fireman’s 
Fund and president of the Home Fire and Ma- 
rine, and Henry Rosenfeld, a director, are on 
the new company’s bond. 

The speed with which the Occidental Indem- 
nity was incorporated is attributed by some to 
the fact that its. organizers wished to have it 
ready for qualification under the Federal law 
granting compensation. to longshoremen which 
took effect on July 1. 

It is understood that the papers of organiza- 
tion of the Occidental Indemnity were filed by 
a local San Francisco law firm and that the 
names of directors as given at the time appeared 
to be those of employees of the office. 

After the foregoing information had been ob- 
tained, THe Spectator was able to get into 
communication with President Levison of the 
Fireman’s Fund and received the following 
telegraphed statement from that official: 

San Francisco, Cauir., July 5.—Occidental 
Indemnity Company organized by Fireman’s 
Fund primarily to write for our marine depart- 
ment protection and indemnity insurance, in- 
cluding liability created under new longshore- 
men’s and harbor workers’ act, which became 
effective on July 1. While qualified to write 
all forms of casualty liability and surety busi- 
ness, we have no intention of extending its oper- 
ations to these lines at present. 


Atlantic Casualty Forming 
The Atlantic Casualty Company of Jackson- 
ville, Fla., is being formed with a capital of 
$250,000 to write all lines of casualty business, 
but chiefly automobile. 
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Fifteen Thousand Opportunities 


“Sales Promotion Division, Agency Dept., 
Union Central Life Insurance Co., 
/ Cincinnati, Ohio: 


“On Monday Mr. A. H. H. received the 
booklet ‘How I Solved the Life Jasurance 
Problem.’ Monday night he read the 
booklet carefully. Tuesday morning he 
came into our office and took out an addi- 
tional $5,000 policy.” ° 


This letter from one of our Texas agents is 
one of many similar communications we have 
received during the last two months, telling 
of actual results from the Union Central’s 
1927 circularization campaign among old 
policyholders. 


Two hundred, sixty thousand Union Central 
policyholders were circularized with a letter 
offering one of our new booklets. Fifteen 
thousand replies were received and more are 
coming in every day. 


While the chief purpose was to offer service 
to our policyholders, our agents have fol- 
lowed up these fifteen thousand leads with 
astonishing success in writing new business. 


—Just one more of the Home Office enter- 
prises which help swell the monthly commis- 
sion check for Union Central agents. 








THE 
UNION CENTRAL 


Life Insurance Company 
Cincinnati, O. 


JOHN D. SAGE 
President 


Founded 1867 

















estat plan of helping 
general agents and agents of 
Northwestern National to keep busi- 
ness on the books, which was put 
into effect in 1926 enabled them to 
reduce the lapse ratio on first year 
business 10 points in 1926 as com- 
pared to 1925. 


This means many dollars 
to agents of this Company 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, parswexr 


Minneapolis,Minn. 





SSS 
NEEDLE LAE GEL LE E LEP LL AE REI 


















COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 


Real Money for live wires with 


MOUNTAIN STATES 


LIFE INSURANCE COMPANY 
Hollywood, California 


: William L. Vernon, President 


L. E. Hubbard 
V. P. & General Counsel 


R. N. Stevenson 
V. P. & Agency Mgr. 
























AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 
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RECEIVER NAMED 





Victory Mutual Casualty a Failure 





WAS ORGANIZED IN 1926 





Michigan to Have Law Curbing Formation 
of Unstable Companies 


LANSING, Mic#., July 1—A court order was 
issued last week throwing into receivership 
the Victory Mutual Casualty of Detroit, Com- 
missioner Charles D. Livingston being named 
by Judge Leland W. Carr as receiver. 

The company, a co-operative assessment 
health and accident carrier, was organized in 
the spring of 1926 and it had obtained practi- 
cally all of its business among colored work- 
ingmen in Detroit factories. At the end of 
1926 it appeared to be in fair condition and had 
some 3000 members, but when its books were 
examined as of May 31 by the department, this 
situation was found to have been radically 
altered and upon receipt of the examination re- 
port filed by L. J. Treanor, chief examiner, a 
receivership was requested. The membership 
had been reduced, it was discovered, to around 
1000 and there was an obvious impairment exist- 
ing, although its amount could not be fixed 
exactly by the examiners. Incompetent man- 
agement was charged in the report. 

Michigan will have a law in the very near 
future which will aid the department in pre- 
venting future instances of this sort in which 
shaky companies are permitted to organize and 
send solicitors into the field to obtain premium- 
paying members who, more likely than not, will 
never get value received for their money even 
if they have the most legitimate of claims. In 
the past it has not been possible to halt organ- 
ization proceedings of such companies but under 
an act passed at the 1927 legislative session, the 
Commissioner is given the power to put an end 
to organization processes at whatever juncture 
he pleases if he believes that further efforts to 
form a company will victimize innocent persons. 


PROCLAIMS SAFETY WEEKS 
New York Governor Sets Aside July 18 to 
August 6 
Governor Alfred E. Smith of New York, in 
a proclamation predated July 15, has set aside 
the period from July 18 to August 6 as one of 
public safety, during which garages and auto- 
mobile service stations will make free inspec- 
tion of safety equipment on all cars. The Gov- 

ernor’s statement says: 


Whereas experience has demonstrated that a 
considerable portion of the accidents involving 
motor vehicles is directly chargeable to defec- 
tive mechanism or equipment; and 

Whereas these accidents leave in their wake 
untold suffering and loss of human life and limb, 
entirely aside from wanton waste and damage 
to property ; and 

Whereas it is believed that careful and fre- 
quent inspection of this mechanism and equip- 
ment will eliminate most, if not all, accidents 
chargeable to such defects; and 

Whereas the Honorable Charles A. Hart- 
nett, Commissioner of Motor Vehicles of the 
State of New York, in conjunction with and 
ably aided by the automobile industry and all 
garages and service stations, has arranged for 
such inspection, free of charge, to include ex- 


amination of brakes, horns, lights, steering 
mechanism and mirrors during the period July 
18 to August 6, 1927; 

Now, therefore, I, Alfred E. Smith, Gover- 
nor of the State of New York, do proclaim the 
three weeks beginning July 18, 1927, as PUB- 
LIC SAFETY PERIOD. 

And I earnestly urge that all owners of motor 
vehicles avail themselves of this opportunity of 
free inspection of such vehicles and the elimina- 
tion of all defects. 


I respectfully commend to the teachers in our 
schools the importance of stressing the signifi- 
cance of this safety movement, and I further 
recommend the subject of public safety as an 
appropriate theme for clergymen and public 
speakers during the public safety period, to the 
end that greater success will attend the effort 
to reduce our accident hazard. 


Unearned Premium Claims 


Des Mornes, Iowa, July 5.—Whether claims 
for the returns of unearned premiums on poli- 
cies issued by the defunct American Bonding 
and Casualty Company of Sioux City, should 
have preference over other general claimants, 
has been submitted to the district court at Sioux 
City. There is no precedent for this point in 
Iowa law. The test case has been brought by 
the Roberts agency in Chicago, whose claims 
amount to over $60,000. If preference is given 
such claims, the receiver will have to pay back 
more than $500,000. The company has been in 
receivership since 1921. Preference is asked 
by counsel for the plaintiff on the grounds that 
the premiums had never been earned and con- 
sequently were not the actual property of the 
company. 
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PLATE GLASS MEETING 





Hartford Accident and Indemnity 
Proposes Rate Revisions 





POSTPONES ACTION UNTIL JULY 21 





National Bureau Department and Moore 
Bureau at Work on a Plan 


Upon call of Norman R. Moray, vice-presi- 
dent and general manager of the Hartford Ac- 
cident and Indemnity Company, Hartford, the 
companies writing plate glass insurance held a 
meeting in the Hotel Astor, New York city, on 
Thursday of last week to discuss a downward 
revision of plate glass insurance rates. The 
Hartford Accident and Indemnity recently re- 
signed from the plate glass department of the 
National Bureau of Casualty and Surety Un- 
derwriters and is not bound by the regulations 
of any plate glass organization. 


Vice-President Moray, in addressing the meet- 
ing, said that present rates in the plate glass 
business result in excessive underwriting profits 
in some districts and are inequitable generally. 
The companies cannot make appeals for ade- 
quate rates before Insurance Commissioners, and 
with respect to other casualty lines, if in some 
class of business they are making underwrit- 
ing profits that are too high. The Hart- 
ford Accident and Indemnity presented a state- 
ment at the meeting showing the plate glass sit- 
uation in relation to present methods of under- 
writing and announced that unless the company 
members of the National Bureau and W. F. 
Moore Plate Glass Bureau could agree on the 
elimination of excessive rates, it would put into 
effect rate reduction ranging from 5 to 33% 
per cent. 

In the discussion which followed, it was in- 
dicated that the National Bureau and the Moore 
Bureau were already at work on a plan for the 
revision of plate glass insurance rates in centers 
which have shown loss ratios below the normal 
and that there was a strong probability that a 
mutually satisfactory basis would be arrived at. 
In view of this fact, the Hartford Accident and 
Indemnity agreed to postpone action on its pro- 
posed rate changes until July 21. Its action 
after that date would depend on the results se- 
cured between the Nationa] Bureau and the 
Moore Bureau. 


Insurance Society of New York Has Nine 
Vice-Presidents 


At the annual meeting of the Insurance So- 
ciety of New York, recently, an amendment 
to the constitution was adopted, which provides 
for nine, instead of four, vice-presidents. The 
meeting then elected officers as follows: Presi- 
dent, Edward C. Lunt (re-elected) ; vice-presi- 
dents—three years, Lyman Candee, Frank P. 
Koehler and Allen A. Ferres; two years, John 
McGinley, C. V. Meserole and Henry Moir; 
one year, W. H. McGee, C. A. Nottingham 
and John A. Eckert. Executive committeemen 
chosen were: G. G. Hooper, F. H. Cauty, T. 


J. Grahame and A. M. Silvey. 
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NOW READY 


INSURABILITY 


PROGNOSIS AND SELECTION 


LIFE—HEALTH—ACCIDENT 





A notable work, written by 
H. W. DINGMAN, M. D. 
Vice-President, Continental Assurance Company; Medical 
Director Continental Assurance and Casualty Com- 
pantes; member Life Insurance Medical Directors As- 
sociation; member Chicago Medical Society and 


Illinoss State Medical Society; Fellow American 
Medical Association, etc. 


HUMAN LIFE APPRAISED 


Valuable new book discusses 


CONCISELY AND COMPLETELY 


the various factors concerned in 


1—Determining health, present and 
future. 


2—Estimating probable length of life. 


3—Assessing human life values. 


It materially assists in the 


SELECTION OF RISKS FOR INSUR- 
ANCE and APPRAISAL OF CLAIMS 
FOR INDEMNITY 


Every medical director, examiner, under- 
writer or student of insurance, in home 
office or field, will be intensely interested 
in this first book to cover comprehensively 
and exhaustively the principles and prac- 
tices of every day underwriting in 


LIFE, HEALTH and ACCIDENT 
INSURANCE 


PRICE, $15. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 


Homer H. McKee, President 





The Home Office Staff of this 
Company thoroughly understands 
field problems. Ask any agent 


who represents us. 





Capital and Surplus over $3,000,000.00 
Licensed in 38 States 




















Come and Grow with the 


LARGEST COMPANY IN 
AMERICA FOR ITS AGE 


Competitive Policies, including: Juve- 
nile, Group, Wholesale, and all forms 
of standard and substandard policies. 


Write to 
CHAS. E. WARD, Agency Manager 


SHENANDOAH LIFE 
INSURANCE COMPANY 


Roanoke, Virginia 


R. H. Angell, President 


W. L. Andrews, E. Lee Trinkle, 
Secty. and Treas. Active Vice-Pres. 
(Ex-Governor of Virginia) 
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COMPANY CONVENTION 





National Surety to Hold Four-Day 


Meeting in Atlantic City 





E. A. ST. JOHN WILL PRESIDE 





Sessions to Be Opened by Chairman Wil- 
liam B. Joyce—Addresses by Execu- 
tives 

Three hundred of its agents will attend a 
convention of the National Surety 
Company, New York, at the Ambassador Hotel, 
Atlantic City, on July 26, 27, 28 and 29. 

The convention will celebrate the company’s 
thirtieth anniversary and is part of the Na- 
intensive business development cam- 
paign, the purpose of which is to produce 
$20,000,000 in premiums during the next twelve 
months. 

The program will open with a get-together 
President E. A. 


and 


four-day 


tional’s 


dinner on Tuesday evening. 
St. John will preside both at the dinner 
throughout the convention. 


First Day 

Chairman William B. Joyce will open the 
convention on Wednesday morning with an ad- 
dress of welcome and will be followed by Secre- 
tary H. J. Hewitt, the oldest employee, and 
Vice-President Thomas B. Smith, the oldest 
agent next to Chairman Joyce. Railroad and 
bank employees will be introduced, and the com- 
pany’s first contract bond and also the Henry 
Ford and John D. Rockefeller bonds will be 
described. The increasingly large total com- 
missions paid to agents and brokers during its 
30 years of corporate existence will be read. After 
luncheon, a fidelity session is scheduled at which 
H. T. Huff, Lyle Sands, Collins Graham and 
George Heaton will speak, and Vice-President 
C. H. Burras of the Chicago office will deliver 
an address on “How to Increase Fidelity Busi- 
ness.” A. H. Hayum will speak on “The Claim 
Departments and Production.” 

Thursday R. A. Algire, superintendent of the 
burglary department, will lead a discussion on 
“Burglary Insurance” in which Messrs. Blinn, 
Fahey and Drake will join. 

Vice-President A. M. Clark will then discuss 
“Contract "Bond Development,” assisted by 
Messrs. Wiles and Berreau. Vice-Precident 
William A. Thompson will outline the “Devel- 
opment of Court Bond Business,” aided by 
Messrs. McCalley, Hellinger and J. E. Lutz. 
H. J. Lofgren, comptroller and assistant to the 
chairman, will also discuss “Co-operating with 
the Accounting Department.” 

“How to Obtain Credit Insurance Business” 
will be described by Mr. Covey of Boston. 


Last SESSIONS 

On Friday, Vice-President C. C. Spear will 
describe the new merchants protective bond and 
Vice-President J. A. Cochrane will tell “How 
the Forgery Bond Department Can Help the 
Agents.” C. H. Burras and C. H. Verschoyle 
will describe “How the Agents Can Help.” 
Selling arguments for producers will be given 
by Messrs. Twichell, Ewing and Barnhart. 
Spencer Welton, president of the New York 


Indemnity Company, will deliver an address on 
“Scratching the Surface.” Vice-President How- 
ard Abrahams will discuss “Bank Depository 
Business” and President St. John will address 
the convention with a speech on “Man Power 
and Sub-Agency Development.” Vice-Presi- 
dent E. M. Allen will conclude with a speech 
on “The Promise of the Future.” 


Retail Clothiers Adopt Group Burglary 
Plan 


The National Association of Retail Clothiers 
and Furnishers has adopted a group plan for 
burglary insurance to cover the risks of its 
members and has established an insurance de- 
partment with Herman L. Ekern, former In- 
surance Commissioner and attorney general of 
Wisconsin. 

Several companies have submitted plans to 
the Association, it is said, one of the plans pro- 
posing a saving of 25 per cent on burglary 
risks, elimination of the coinsurance clause and 
coverage in sums as low as $1000. Agents see 
in the scheme a threat to their business and 
the feeling against the plan is intense. 


New York Indemnity Appointments 

The New York Indemnity Company, New 
York, has announced that Raymond D. Mabie 
is now connected with its metropolitan branch 
office at 100 William street, New York city, as 
manager of the forgery, fraud, merchants pro- 
tective and automobile “bail” bond departments. 

A. Ed. Kleinberger has also been placed in 
charge of the same bonds in the Detroit branch 
office at 954 Buhl Building. 


Walter Wood has become connected with the 
metropolitant, New York, branch as a specialist 
in burglary and plate glass lines, and Branz & 
Feldman have been made general agents for 
casualty insurance at Fall River, Mass. 


SUN INDEMNITY GAINING 


Improvement Is Due to Work of President 
F. I. P. Callos 


Sir William H. Goschen, chairman of the 
Sun Insurance Office, London, in making his re- 
port to stockholders at the home office abroad 
recently, told of the successes the company has 
experienced during the past year and, with re- 
gard to the operations of the Sun Indemnity 
Company in this country, said: “Our expecta- 
tions with regard to United States casualty 
business have happily proved to be fully justi- 
fied.” 


W. W. Otter-Barry, general manager of the 
Sun Insurance Office, also dealt with the work 
of the Sun Indemnity when he said: 


I am very glad to be able to refer to the 
marked improvement in our United States cas- 
ualty business, which has, in the past, given us 
no little anxiety. I am very hopeful that the 
corner has now definitely been turned and that 
we have reached the stage when the labor and 
money expended upon this section of our busi- 
ness will produce a satisfactory return. 

The reorganization of the Sun Indemnity 
Company, New York, and the reduction in loss 
ratios made by it, are due to the efforts of 
F. I. P. Callos, who came to this country from 
abroad as direct representative of the home of- 
fice in London, and who has been made president 
of the company here in recognition of his suc- 
cess. 


South Dakota Commissioner 
D. C. Lewis, of Highmore, S. D., took office 
as Insurance Commissioner of South Dakota 
last week. Mr. Lewis has been an insurance 
agent writing both fire and life for some years. 
He has long been active in politics and just 
previous to his appointment was secretary to 


Governor W. J. Bulow. 
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INDUSTRY’S LOSSES 
Accidents Cost Employers and Em- 
ployees $2,225,000,000 Annually 


PREVENTIVE METHODS WOULD MEAN 
SAVINGS 





H. W. Heinrich, Engineer of the Travelers, 
Addresses Atlantic Coast Safety 
Conference 


Two and a quarter billion dollars are lost 
annually in American industry by employers 
and employees, said H. W. Heinrich, assistant 
superintendent of engineering and inspection 
for the Travelers Insurance Company, Hart- 
ford, addressing the Atlantic Coast Safety Con- 
ference in the Bellevue Stratford Hotel, Phila- 
delphia, recently. He showed by cases and 
statistics that half of this sum can be saved by 
following safety rules that are well-known to 
the engineers of insurance companies writing 
workmen’s compensation insurance. 


Mr. Heinrich’s figures on the cost of accidents 
were based on the values of life and limb as 
fixed by the workmen’s compensation law of 
New York State, and on an investigation of 
costs of thousands of accident cases reported by 
employers insured in the Travelers Insurance 
Company. 

This investigation showed that for each dollar 
paid in workmen’s compensation to a man or 
his family for injuries which ranged all the 
way from minor bruises and cuts to fatalities, 
four dollars are lost in interrupted production, 
spoilage, lost time and other leaks incidental io 
accidents. 


BAIL BOND RULING 


Personal Surety Not an Insurance Carrier, 
Says Attorney General 


As noted in THe Spectator several weeks 
ago, the New York attorney general handed the 
Superintendent of Insurance a ruling defining 
the terms of Section 554b of the Criminal Code 
as applied to bail bondsmen acting as personal 
sureties. Even if they write two or more bonds 
a month they are not transacting an insurance 
business, says the ruling, which, in part, states: 


Corporations must have the certificate called 
for in Section 9, and also the license called for 
in Section 554b, just as in addition to the securi- 
ties which they must deposit before they can do 
business at all they must file an additional bond 
before they can issue bail bonds. This is be- 
cause they must! be organized and authorized to 
do business under the insurance law before their 
application to engage in the business of giving 
bail can even be considered. 

An individual is under no such restriction. 
His right to offer bail, subject to the general 
qualifications of all bail, is derived from so 
statute, but is inherent. Section 554b requires 
him to be licensed and to put up a bond, in or- 
der that the business of giving bail may be prop- 
erly regulated, and this license may be revoked, 
in the discretion of the Superintendent of In- 
surance, but in my opinion this does not cause 
him to be engaged in the business of insurance 
in such a sense that he is subject to provisions 
of the insurance law other than those applicable 
to him under Section 554b of the Code of Crim- 
inal Procedure. 





ERNEST W. BROWN, Sec’y-Treas. 





DISTRICT MANAGERS WANTED 


OPEN TERRITORY IN 34 STATES 
LIBERAL COMMISSIONS 
MODERN POLICY FORMS 


UNEQUALLED CLAIMS PAYING RECORD 


(63% of Total Premium Income Paid to Policyholders in Claims) 


Special Policy Forms for Business Women 
Unusual Home Office Cooperation 
Oldest Organization of Its Kind in America 
Nineteen Years Under Same Management 


WRITE TO 
ROBERT A. BROWN 


GENERAL FIELD MANAGER 


INTERSTATE BUSINESS MEN’S ACCIDENT ASSN. 


DES MOINES, IOWA 





TO BATAVIA, JAVA, BY AIR 

Van Lear Black, Fidelity and Deposit 

Chairman, Completes Record Business 

Flight 

Van Lear Black, chairman of the board of 
the Fidelity and Deposit Company of Mary- 
land, Baltimore, recently completed what was 
the longest flight ever made in an aeroplane by 
a paying passenger. Chairman Black traveled 
from London, England, by air to Batavia, Java, 
a distance of nearly 10,000 miles. The trip 
really began, however, from Schiphol, Amster- 


dam, Holland, Mr. Black having been given a 
dinner by the Netherlands East Indies Flying 
Committee of Amsterdam. The picture on this 
page shows Mr. Black looking out of the cabin 
window of the Fokker aeroplane that made the 
trip. 


0. H. Linn Is Wed 
O. H. Linn, vice-president in charge of surety 
underwriting for the New York Indemnity 
Company, was married recently and is being 
congratulated by his friends. 
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INSURANCE DECISIONS 





ACCIDENT 

Where an accident certificate expressly 
exempts the company from liability for death 
due to taking poison, no liability attaches 
even though the poison was taken uninten- 
tionally and accidentally. 

The insured, intending to take a dose of 
medicine he had procured for his cold, accident- 
ally got the wrong bottle and took carbolic acid, 
which had been bought as an antiseptic for his 
infant child who was seriously ill with typhoid 
fever at the time. As a result of unintention- 
ally taking the poison, the insured died and 
claim was made under an accident certificate 
which he held with the defendant company. 

The insurer defended on the ground that the 
certificate explicitly excluded death from poison 
and offered in evidence the following provision, 
contained in the policy: “It is also expressly 
understood and agreed that the Ft. Wayne 
Mercantile Accident Association shall not be 
liable for death, nor disability, caused or re- 
sulting from * * * injury (fatal or other- 
wise) resulting from any poison or infections 
or from anything accidentally or otherwise 
taken adminstered or inhaled, etc.” 

The plaintiff contended that in order to 
authorize denial of indemnity there must be a 
conscious taking of the poison. The court, how- 
ever, held that the insurance contract was drawn 
for the express purpose of excluding liability 
for death caused by unintentionally taking 
poison and that the contract must be so con- 
strued. “The insured’s death was accidental, 


but in the words of the contract it resulted ‘from 
poison’ and is not covered by the contract of 
insurance.” Judgment for the insurer affirmed. 

(Miller vs. Ft. Wayne Mercantile Ace. 
Ass'n, Appellate Court of Indiana, 153 North- 
eastern Reporter 427.) 


LIFE 

Receiver in supplementary proceedings 
has no right to possession of insurance policy 
with cash surrender value. 

An insurance company had issued a policy 
on the life of the judgment debtor, his wife 
being named as beneficiary. The plaintiff who 
is the receiver in supplementary proceedings 
brought an action against the judgment debtor, 
his wife and the insurance company. Plaintiff 
alleged that he had physical possession of the 
policy and asked that a decree be made that 
the cash surrender value be paid to him as re- 
ceiver. Such relief was denied and beneficiary 
then sought to have the policy delivered to her. 

Held, that such petition should be granted. 
Receiver had no present interest in the policy 
and therefore no equitable right to its posses- 
sion, whereas petitioner might assign, borrow 
or consent to a change of beneficiary if she had 
possession of the policy. 

(Gershman vs. Berlmer, N. Y. Sup Ct., App., 
lst Dept.) 

FIRE 

If there is no obligation to deny or affirm, 

silence cannot impose a liability. 


It is a well-settled rule that silence cannot 
impose liability on a person, unless he is obliged 
to speak and remains silent. This has been re- 
cently exemplified in the case of Sargent vs. 
Canterbury Mutual Fire Insurance Company, 
Supreme Court of New Hampshire 136 Atlantic 
Reporter 124. In that case the plaintiff held 
a policy of fire insurance with the defendant 
company, and when he sought to increase the 
amount of the policy, his application for an in- 
crease was rejected. He thereupon stated that 
he would obtain insurance in some other com- 
pany and the original insurer made no objec- 
tion, other than to deny his application. With- 
out the knowledge of the company, he secured 
other insurance and a fire having occurred, he 
sued on the original policy. 

The original policy contained a clause for 
its forfeiture, if there should be other insur- 
ance at the time of any loss without the defend- 
ant’s written consent, and on this ground the 
defendant claims that the plaintiff is not entitled 
to recover. On the other hand, the plaintiff con- 
tends that the defendant’s silence constitutes 
assent to securing of other insurance and that 
that provision policy referring to forfeiture is 
Waived. 

The court in holding that the forfeiture pro- 
vision was valid, states that since the insurer 
was under no obligation to speak and did not 
know of the existence of the other policy, it 
was not liable and the provision concerning for- 
feiture was, therefore, valid. 








WOLVERINE REORGANIZED 
Michigan Company Will Write All Auto 
Lines in Single Policy 
Lansinc, Micu., July 2—A_ reorganized 
Wolverine Insurance Company of Lansing, now 
an automobile-writing company exclusively, took 
the place this week of the old Wolverine Insur- 
ance Company and the Michigan Employers 
Casualty®* Company. Merger of the two old 
concerns into the new company was made ef- 
fective July 1 after directors had suggested the 
move and stockholders, in special session a few 

weeks ago, approved it. 

The new company is capitalized at $200,000 
as compared with total capitalizations of the 
two old companies amounting to $467,000, the 
Wolverine having previously had $320,000 and 
the Michigan Employers $147,000 in capital. 
The new Wolverine, however, has a surplus of 
$300,000. 

According to plans of the company manage- 
ment, an intensive drive for new automobile 
business will be launched throughout Michigan 
and to a more limited extent in Ohio, the only 
other State to which the company is admitted. 
It its new form, the Wolverine can take advan- 
tage of the Michigan statute allowing specialized 
auto companies to write all forms of auto cov- 
erage in a single policy. It was previously nec- 


essary for the running mates to issue two poli- 
cies, the Wolverine taking the fire lines and the 
Michigan Employers the casualty coverage. 

The Wolverine management had for some 
time been emphasizing auto business more and 
more as it was found most profitable of the 
lines attempted. The compensation business of 
the Michigan Employers, the first Michigan 
company formed to handle that coverage after 
passage of a compensation law, has shown little 
or no profit for several years, it is said. This 
business was sold profitably, however, it is un- 
derstood. Prosperity of the Wolverine was in- 
dicated by the fact that a 20 per cent dividend 
has been authorized to holders of the old stock 
but dispersal date will not be set until the first 
meeting of the new board. 


National Board Offers Copy Help to Agents 

On the back pages of “Safeguarding America 
Against Fire” (the official publication of th 
National Board of Fire Underwriters), there 
has appeared for several months copy for ad- 
vertising suggested for the use of local agents, 
either individually or in groups. 

The National Board expresses its willingness 
to supply matrices of any of its advertising 
copy, free of charge. In addition, several series 
of co-operative advertising prepared by the 


~ 


as 


Hartford Fire Insurance Company have been 
placed at the disposal of the National Board 
to round out a copy service for agents. 

The copy prepared for use during the balance 
of the year advertises the various services and 
functions of a local agent with the idea of 
bringing prestige and improving the standing 
of the local agents who use the copy. 

The need for such a serviec by local agents 
was sensed by the Insurance Advertising Con- 
ference and, upon its recommendation, became 
a feature of “Safeguarding America Against 
Fire.” 


Providence Branch of John Hancock Makes 
Unusual Record 

Boston, Mass., June 20.—An unusual record 
in ordinary business written by a weekly pre- 
mium office was made recently by the Provi- 
dence office of the John Hancock Mutual Life 
Insurance Company when, during the month of 
May, $1,557,800 ordinary insurance was pro- 
duced by the weekly premium agents. Not only 
is this a top-notch accomplishment in the com- 
pany’s history among agents of this class, but 
is an unprecedented one in the record for this 
district, the superintendent of which, William 
L. Kelaghan, is a leader in the weekly premium 
branch. 
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LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 
Fidelity Phenix Fire United States Fire National Fire of 


of New York of New York Hartford 
— of Hart- National Liberty of New Amsterdam 
New York Casualty Co. 
Standard of New _ State of Penn. ——. ener 


StuyvesantofNew of Am 


Nee Union of York 
Pittsburgh BROKERS’ LINES SOLICITED 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 





HENRY R. CORBETT 


ACTUARY 


Specialty—Pension Funds 
and Employee’s Benefits. 


175 W. JACKSON BLVD. CHICAGO 
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Established 1865 by David Parks Fackler 
EDWARD B.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Calculations Consultations 
Valuations 


NEW YORK 


Audits 
Examinations 


50 BROAD STREET 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








Woodward, Fondiller and Ryan 


Consulting Actuaries 


Actuarial Service in all branches of Insurance and for Pension 
Funde—Examimations and gp on a tistical Service = 
one ay 


panies and managed under 
— and Sicoudtiah teoeenes Ac- 
75 soar and A Street New York 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg, ATLANTA, GA, 








COPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 








E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 











F. M. SPEAKMAN, C. P.A. 
CONSULTING ACTUARY 





CHICAGO BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 
A. SIGTENHORST, F. A. 1. A. ABB LANDIS 


“CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








JAMES H. WASHBURN, F. A. I. A. 
ety ACTUARY 
LIFB INSURANCE—Ord rg A Intermediate, Group, 
Industrial = ecial Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, “ York 


165 BROADWAY EW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 








CLARENCE L. ALFORD 
Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














HAIGHT, DAVIS & HAIGHT, Inc. ee H. wm sorananonbnen poms Liberal Discounts on Quantity Orders 
Consulting Actuaries 208-212 Old Colony Bulding a7, W- Van Buren Street 

FRANK J. HAIGHT, President om" ucnos um eran? nals sae THE SPECTATOR COMP ANY 

Omaha Denver Des Moines ee eee seentigasaaneed Cae NEW YORK 





Inspectors and Adjusters 











EMPIRE INSPECTING AND ADJUSTING CO 


SPECIALIZING IN FIRE AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


314 McKINLEY B' oa, BUFPALO, N. Y. 














Statisticians 





Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing, _ 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 














BROKERS! AGENTS! 
RATE CHECKERS! 


Be sure to get at once the 


NEW 1927 


AutomobileRateChart 


And you will see at a glance on one 
side of one sheet all the following: 


List of 1,500 cities and territories 
Territorial Assignments 


List of leading automobile and 
symbols 


Commercial car classifications 
Excess limits table 


Rates for 10-20 and 5-10 public 
liability 


Rates for property damage 


90 per cent of the rates coming up in 
daily routine are fully presented. 


Price: $1.00 
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INSURANCE STOCKS Bid 
— All Bids and Quotations Subject to Con- ag etry re = i ees: 330 
Hanover Fire, stock 
. __ firmation " Arthur Atkins & Co., N. ¥........ 205 
The following quotations, as of July 5, J. 36 Bice, Ic, & Cag NN... . 5 205 
: : Harmonia Insurance (new stock) 
1927, are from reliable houses and if any of Asthur Atkine & Co., 4. ¥....-.2- Bo 
- H J. K. Rice, Jr., & Co., XY S PRP 50 
our readers are interested in stocks not appear- 5,5) By NICS 
ing in this list, the Research Bureau of THE Arthur Atkins & Co., N. Y¥.......- 417 
| . Lewis & Co., Hartford...........- 417 
AGO SPECTATOR will endeavor to supply the data. McKinley & Co., N. V........0005 417 
It can be readily understood that these quo- ,, J. K. Rice, Jr., & Co., N. ¥.....-- 415 
——S tations are not firm, due to the fluctuation of J. K. Rice, Jr., & Co., Ni Fo. see 42 
s p sous Importers and Exporters 
the market and are only intended to indicate urtis & Sanger, N. Y. Bee: hide Bm Se: 100 
——_ +s : es, Arthur Atkins & Co., N. Y¥........ 
the activity of their trading 2 Eneruetions Co. of St. Louis, Pfd. = 
0 : & J. Frank Co., Cincinnati...... 234 
C Bid Offered PB od Lt tn Life 
Agricultural Ins. Co. A. & J. Frank & Co., Cincinnati.... 21 
TY Arthur Atkins & Co., N. Y........- 285 irate Insurance Co. of North America ee 
Alliance Fire : Lewis & Co., Hartford...........- 61 
Wester & Co., PRIMA. .i.ccscc cose 531% 54 Wheeler & Co... PRIUS « i.ccccc cccsce 61 
American Alliance Independence Fire 
Arthur Atkins & Co., N. ¥........ Seis tae J, Be. Rice, Ie., & Co, NoWi.. sss 120 
Y. McKinley & Co., N. RE Me eccesccs 350 cae Independence Ind. Ins. Co. 
American Surety Wheeler & Co.,. PRIS... cccccccess 310 
—e Lewis & Co., Hartford. ....cccccce 238 245 Kansas City Life 
———— McKinley & Co., N. Y.......-.+++ 238 245 Curtis & Sanger, N. Y.........--- 975 
American Insurance Co. of Newark Lincoln National Life 
Arthur Atkins & iis Nr Wik fs aes sie 221% 24% Roy T. H. Barnes & Co., Hartford... 89 
Bankers & Shippers Maryland Casualty 
Arthur Atkins & See oe eae 300 alte Curtis & Sanger, N. V.....scccees 113 
Camden Fire Lewis & Co., Hartlord . oi... ccsece 112 
McKinley & Co., N. Y.......-.000> 20% 21% Missouri State Life 
rs J. K. Rice, Jr., & Co., es Wisiceees 20 22 A. & J. Frank Co., Cincinnati...... 76 
Arthur Atkins & Co. ay PRP 20 22 Nationa! Surety 
Carolina Insurance Curtis & Sanger, N. WV... 000. ccecee 240 
Arthur Atkins & Co., N. Y......-- 50 53 Lewis & Co., Hartford............ 240 
' J. K. Rice, Jr., & Co., N. Y....... 50 53 McKinley & Co., N. V.....0ce00k 240 
e Continental Ins, Co. National Surety Rights 
Arthur Atkins & Co., N. Y......-- 170 175 McKinley & Co., N. V.........22- 31 
od Lewis & Co., VERGHORA.. . cacws edocs 170 175 Custis & Sanger, NeW vc. cccccces 31 
at Federal Insurance Lewis & Co., Hartford............ 301% 
Curtis & Sanger, N. Y........+.+- 625 sel National Union Fire 
ey Union Life cen. Arthur Atkins & Co., N. Y........ 255 
on & J. Frank Co., Cincinnati...... 25 28 New Amsterdam Cas. 
ob Fidelity & Deposit Curtis & Sanger, N. V......cccces 69 
P- Curtis & Sanger, N. Y......---+++ 215 220 New Jersey Fire Insurance 
Fidelity and Casualt Arthur Atkins & Co., N. Y........ 41 
Arthur Atkins & Co., N. Y........ 178 181 ba eee 46 
po Ae. oe eee 178 182 New York Casualty 
Fidelity Phenix Arthur Atkins & Co., N. Y........ 102 
y Arthur Atkins & Co., N. Y......-- 115 117 Lewis & Co., Hartford............ 100 
Lewis & Co., Hartford..... weeeeeee 115 117 McKinley & Co., N. Y...... 0.000. 102 
Fire Association of Philadelphia Niagara Fire 
——— Wheeler & Co., Phila...........-- 52 5314 Lewis & Co., Hartford............ 295 
Fireman’s Insurance Co. Arthur Atkins & Co., N. Y........ 300 
Arthur Atkins & Co., N. Y.......- 218 thok Northern Ins. Co. 
Franklin Fire Arthur Atkins & Co., N. Y........ 310 
McKinley & Co., N. Y...-..--++++ 238 245 Ohio National Life Ins. Co. 
Glens Falls A. & J. Frank Co., Cincinnati...... 40 
Arthur Atkins & Co., N. Y......-- 50 51 Pacific Fire 
J. K. Rice, Jr., & Co., N. Y......- 50 52 Arthur Atkins & Co., N. Y........ 98 
Lewis & Co., Hartford............ 50 52 Reliance Fire 
Globe & Rutgers Wheeler & Co., Phila............. 20 
Arthur Atkins & Co., N. Y........ 1550 1600 Stuyvesant 
Curtis & Sanger, N. Wey 1550 1600 Arthur Atkins & Co., N. Y........ 185 
Lewis & Co., Hartford............ 1550 1600 Lewis & Co., Hartford............ 185 
McKinley & Co., N. V........c00% 1575 ear Security of New Haven 
e i 
‘ HARTFORD INSURANCE STOCKS 
+) 
| Our technical service for Insurance Companies, includes: 
d 
Financial and economic counsel on investment policy. 
The underwriting and financing of capital increases. 
Cc . e e 
The control of negotiations leading to the purchase or 
sale of control. 
n Advice on matters of general policy and expansion 
programs. 
* bd Oo 
Fuller, Richter, Aldrich & @ 
INVESTMENT BANKERS 
{ 94 PEARL STREET 
c HARTFORD, CONNECTICUT 



































Arthur Atkins & Co., N. Y........ 108 115 
Lewis & Co., Hartford. .........+. 108 115 
U. S. Fire 
Arthur Atkins & Co., N. Y........ 197 205 
Lewis & Co., Hartford. .....0. 00 195 205 
U.S. F.&G 
Curtis & Sanger, We a 6-00.06 oe h ae 295 300 
U. S. Merchants and Shippers 
Arthur Atkins & Co., N. Y........ 280 
Victory Insurance Co. 
Wheeler & Co., Philadelphia....... 20 22 
Westchester Fire’ 
McKinley & Co., N. V............ 59 61 
Arthur Atkins & Co., ) Fae 59 61 
J. K. Rice, Jr., & Co., pee 59 62 
HARTFORD STOCKS 
Aetna Casualty and Surety 
Conning & Co., Hartford.......... 775 785 
Roy T. H. Barnes & Co., Hartford. 775 785 
Markham & Company............ 775 785 
Lewis & Co., Hartford............ 775 785 
Aetna Insurance (Fire) 
Conning & Co., Hartford.......... 530 540 
Markham & Company............ 530 540 
Roy T. H. Barnes & Co., Hartford. . 530 540 
Lewis & Co., Hartford............ 530 540 
Aetna Life Ins. Co. 
Conning & Co., Hartford.......... 550 555 
Markham & Company............ 540 545 
Roy T. H. Barnes & Co., Hartford. . 535 545 
Lewis & Co., Hartford............ 550 560 
McKinley & a ee as a nace wane 555 560 
Automobile Insurance 
Conning & Co., Hartford.......... 195 205 
Markham & Company............ 195 205 
Roy T. H. Barnes & Co., Hartford. . 195 205 
Lewis & Co., Hartford. ........... 195 210 
Conn. General Life 
Conning & Co., Hartford.......... 1525 1575 
Markham & Company............ 1525 1575 
Lewis & Co., Hartford............ 1525 


Roy T. H. Barnes & Co., Hartford.. 1525 1525 
Hartford Fire 


Conning & Co., Hartford.......... 530 540 
Markham & Comp ee eee 530 540 
Roy T. H. Barnes & Co., Hartford.. 530 540 
Lewis & Co., Hartford............ 530 540 
Hartford Steam Boiler 
Conning & Co,, Hastiord..........2. 610 630 
Markham & Compan Side eaeeat 610 630 
Roy T. H. Barnes & Co., Hartford. . 610 630 
Lewis & Co., Hartford: ............ 610 630 
National Fire 
Conning & Co., Hartford.......... 770 790 
Markham & Company............ 770 790 
Roy T. H. Barnes & Co., Hartford.. 770 790 
Lewis & Co., Hartford............ 770 790 
Phoenix Insurance 
Conning & Co., Hartford.......... 575 585 
Markham & Company............ 575 585 
Roy T. H. Barnes & Co., Hartford. . 575 575 
Lewis & Co., Hartford............ 575 585 
Travelers Insurance 
Conning & Co., Hartford.......... 1190 1205 
Markham & Co., Hartford........ 1190 1205 
Roy T. H. Barnes & Co., Hartford.. 1190 1205 
Lewis & Co., Hartford............ 1190 1205 


New ENGLAND STOCKS 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston. . 10 12 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston. . 15 25 
Boston Insurance 
Chas. A. Day & Co, Inc., Boston. . 615 640 
Lewis & Co., Hartford........000- 600 650 
oes Fire Ins. Co. 
has. A. Day & Co., Inc., Boston 
bo. SR apc A eines 93 came 
ee. ee ret 280 ordi 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.. 218 eae 
Conveyamceers Title Ins. Co. 
Chas. A. Day & Co., Inc., Boston. . 100 ep | 


Mass. Bond & Ind. Co. 
Chas. A. Day & Co., Inc., Boston.. 400 
Mass. Title Ins. Pfd. 


Chas, A. Day & Co., Inc., Boston. . 35 45 
New England Fire 

Chas. A. Day & Co., Inc., Boston. . 40 45 
New Hampshire 

Chas. A. Day & Co., Inc., Boston.. 350 365 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston. . 250 
Providence Washington 

Chas. A. Day & Co., Boston....... 375 400 
Springfield Fire and Marine 

Chas. A. Day & Co., Inc., Boston.. 575 600 
United Life & Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston. . 38 43 


Cari M. Hansen Sails for Europe 

Carl- M. Hansen, vice-president and general 
manager of the General Reinsurance Corpora- 
tion, New York, sailed for Copenhagen last 
Saturday, accompanied by Mrs. Hansen and 
their four children. He will make business trips 
to Berlin, Vienna and London and will also visit 
Paris with Mrs. Hansen, returning to New 
York September 5. 





THE. SPECTATOR 


Thursday 




















ly Premium plan. 


0. ctl. sine 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | Fab. mi 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., Na M., Ohkla., Ss: D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B.’R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 

















ADAMS ST. 
<} Continental > Chicoss ei 
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| Commercial | > Stock 
| Nat'l. Bk. E Exchange || 
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_ QUINCY ST. Rok 
| n oa 
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Quincy and Wells Street, right in the heart of Chicago’s Financial District. 




















ARKANSAS 


The Land of OPPORTUNITY 
For Men and Women who seek liberal Agency 


Contracts with a Progressive Company. 


J. W. Middleton, Jr., is our Manager for West- 
ern Arkansas and Eastern Oklahoma, with 
present headquarters at 


Mena, Arkansas 


Write him in confidence and let your 
first letter tell what you can do. 


‘seveeornoneeseeneatartenreietain 
eanennnnnannssenesiaerincsartireiinit 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 


Shreveport, La. 











THERE’S A REASON 


There are approximately 300 life insurance com- 
panies in the United States. 


Seventy-five of them are older than The Lincoln 
National Life, but— 


Only 24 of them have more ordinary insurance 
in force. 


Only 15 of them wrote new Ordinary Life 
Insurance during the year the year 1926. 


The Lincoln National Life has passed more than 
two-thirds of the companies organized before it was. 


Eleven companies were 20 years old on December 
31, 1925. The Lincoln Life was one of the 11. It 
had more insurance in force than the total of the 
other 10 companies. (See 1926 Year Book, Page 
464.) 


It is the second largest life insurance company in 
the world writing only “guaranteed low cost” life 
insurance policies. 


There’s a reason for this remarkable growth. 


(LINK UP( wire THE ( LINCOLN ) 


The Lincoln National Life Insurance Co. 
“Tis Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
More than $480,000,000 in Force. 
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Progress In Group Insurance 


By RernHarp A. Honaus 


Assistant Actuary, Metropolitan Life Insurance Company 


By far the greatest progress during the last 
few years in the field of social insurance has 
been made in group insurance—especially in life, 
health, and accidental death and dismemberment 
insurance. Group insurance is effected by means 
of a policy issued by a life insurance company 
to the employer and insuring his employees, of 
certain classes thereof. This does not neces- 
sarily mean that the premiums are paid entirely 
by the employer. In fact only a small part of 
the business written in recent years has been 
at the entire expense of the employer. Con- 
siderably more than half of the premiums for 
group health insurance, which provides sick and 
accident benefits, and for group accidental death 
and dismemberment insurance is paid entirely 
by the employees, while a very high percentage, 
probably over 90 per cent of the group life in- 
surance business, is now written on a con- 
tributory basis, with the major share of the pre- 
miums frequently borne by the employees. 

It has been estimated that the amount of 
group life insurance in force at the end of 
1926 in the United States companies totaled 
$5,500,000,000, covering about 4,000,000 work- 
ers. It has also been estimated that the amount 
of the new business written in 1926 was in 
the vicinity of $1,200,000,000. 

Many factors have influenced the recent 
growth of group insurance. Some of the 
motives which have caused employers to adopt 
group insurance are the desire to decrease the 
voluntary withdrawals from their employ and 
the high costs of replacing labor units, to at- 
tract a more desirable and stable force, to re- 
duce labor difficulties generally, to improve the 
relations and mutual understanding of employer 
and employees, and to eliminate the necessity 
for “passing the hat.” In some cases group in- 
surance has been installed purely because of 
the altruistic motive of wishing to do something 
of benefit to the employee, and in certain other 
cases because of the necessity of satisfying the 
demands of employees that group insurance be 
made available to them. Sometimes only one of 
the above motives will be involved; at other 
times more than one. 

The insurance benefits in many cases are 
determined by the salary or wages of the em- 
ployee, and are probably greater than any State 
program would provide. The group life insur- 
ance usually includes a provision that the 
amount of insurance otherwise payable at death 
will be payable in one lump sum or in install- 

Extracted from a paper delivered before the Eighth 


International Congress of Actuaries, held in London, 
England, last week, 


ments in event of total and permanent disability 
prior to age 60. 

Group health insurance provides benefits in 
event of sickness and accident. While occu- 
pational accidents are usually excluded, they 
may be included if not covered by workmen’s 
compensation insurance, most of which is car- 
ried by private companies and is rapidly becom- 
ing an important agency for providing social in- 
surance against the economic consequences of 
death, accident and sickness. As to arfhuities 
for old age, several insurance companies have 
been very active in devising and offering group 
contracts to provide pensions or retirement in- 
comes for employees. To date very little has 
been accomplished in the way of concrete re- 
sults ands it. is probable that the total group 
annuity contracts in force in the United Staes 
at the present time do not exceed 25 in num- 
ber. However, it should be pointed out that 
the companies have been acting in this field for 
less than five years. 


INDIVIDUAL INSURANCE POLICIES 

Several industrial corporations purchase from 
regular life insurance companies individual poli- 
cies to provide for their employees life insur- 
under a separate policy for each employee and 
ance, retirement annuities, and total and perma- 
nent disability benefits. The coverage is granted 
the employer and employee jointly pay the pre- 
miums. Usually the percentage of the premium 
paid by the employer increases with length of 
service with a corresponding decrease in the 
employee’s share. In event of withdrawal from 
the employer’s service prior to the retirement 
age, a cash value is available to the employer 
and to the employee, the amount being based 
upon the portion of the total premiums paid 
by each. It is doubtful whether the use of in- 
dividual policies will spread to any great ex- 
tent in industry because of the inelasticity and 
the cost to the employer. 

A modification of this method is quite widely 
used among the colleges and universities of the 
country through an arrangement made with 
“Teachers Insurance and Annuity Association” 
which is a non-profit insurance corporation or- 
ganized by the Carnegie Foundation for the 
advancement of teaching. The association sells 
individual life insurance policies and individual 
annuity contracts, which provide for the waiver 
of the leading element in the premium while 
the policyholder is in the teaching profession. 
During such time the expenses are paid by the 
Carnegie Foundation and hence the insurance 
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and annuities are sold to the teacher at net rates. 

At the beginning of 1927 there were 160 in- 
stitutions which agreed to contribute through 
the Association for deferred annuities for their 
teachers. The most common arrangement is 
for the college or university and the teacher 
to share the cost of the annuity premiums on 
an equal basis although in some cases the cost 
will be shared on a different basis. In event 
of migration or severance from the teaching 
profession, the teacher retains full equity in that 
portion of the premiums paid by the institu- 
tion and hence there is no surrender value re- 
verting to the institution on account of any 
premiums paid by it. 


SEeLF-INSURANCE BY EMPLOYERS 


A few of the large corporations of the United 
States use self-insurance plans for providing 
benefits for death, accident, sickness, or old 
age, or combinations of them. Some of the 
plans are quite scientifically conducted and actu- 
aries are retained on a whole time basis. Where 
a corporation has its employees scattered about 
the country in small units and is not subject 
to a catastrophe hazard this plan is not subject 
to any serious danger. 

Self-insurance is frequently used in providing 
the compensation insurance required by law. 
In some such cases the employer will reinsure 
his “catastrophe risk” by means of a policy un- 
der which an insurance company agrees to pay 
claims in excess of a certain amount. 

Most employers who pay pensions do so by 
charging them as operating expenses and main- 
tain no reserves. As this can hardly be called 
an insurance plan, it need not be discussed in 
this paper. 


StRoNGLY ADVOCATED 

Self-insurance on a scientific basis for life 
insurance and pension plans is being advocated 
quite strongly in several quarters. While there 
has been a considerable development along this 
line for compensation insurance, it is still too 
early to say to what extent it will be used 
for life insurance and pensions. In more than 
one case an employer has retained consultants 
to advise him upon the establishment of self-in- 
surance on a scientific basis and then has pro- 
ceeded to set up a self-insurance plan without 
adopting the scientific basis. Probably the most 
general type of self-insurance plan for provid- 
ing pensions in operation at the present time is 
a scheme under which the employer adopts a 
scale of benefits and then sets up certain re- 
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serves in a fund, the amount being determined 
by some consideration other than the scale of 
benefits or pensions, with apparently a strong 
hope that because a fund seems to be a large 
amount in dollars, it will prove adequate. 


Setr-INSURANCE ORGANIZATIONS REPRESENTING 
EMPLOYER AND EMPLOYEES 


There has been a considerable development 
among different governmental agencies of a form 
of organization representing both ‘the govern- 
mental agency, as employer, and its employees 
for insurance against death, accident, total and 
permanent disability, and old age. Systems of 
this nature have been installed for the employees 
of a number of cities and of several States. 
While the earlier ones were formed without any 
actuarial or technical guidance, the difficulties 
and troubles they subsequently encountered have 
been reflected in the increase in the number of 
systems which are being conducted on an actu- 
arial basis. The benefits, premiums, and re- 
serves are based upon salary scales, withdrawal, 
mortality, and disability rates, etc., and hence 
are quite similar to the pension funds in opera- 
tion in Great Britain. 

Considerable interest has been shown among 
employers in this method for providing the 
necessary coverage and several retirement and 
insurance schemes have been installed in indus- 
trial concerns on this basis. However, it is 
quite impossible at the present time to say to 
what extent this method will be used in in- 
dustry. 


“Old Faithful” 














Insurance in Force 


$125,354,805.00 


Assets 


-$17,575,714.27 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


Carl A. Peterson, Vice-President 
A. E. Wilder, Director of Agencies 


77 West Washington Street 
CHICAGO, ILLINOIS 
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Scranton - Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
unlimited production. 
Contract as good as the best, with exclusive 
rights. 
Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 
Exclusive, care of THESPECTATOR 
Leading Plans in ’26 Apia: SEMIN i555. 55s. sin sini oaneis os 4.1 
By Lestig R. MarTIN Endowment at WD acc ulense ase ot 
Assistant Actuary, Connecticut Mutual Life bt cs all 24 
Insurance Company SPO GEE is vic. eninecteetes 1.7 
The popularity of the leading plans of in- 5-year term ...........--.+--5- e 
surance during 1926 is shown by the following ered icy at 65.... : > 
ate 2-payeneis endowment at 75.... 1.2 
75.1% ON Ist 5 PLANS 30-year endowment ............ 0.7 
Per Cent of 20-payment endowment at 60.... 0.6 
Plan Total Amount S-year tOFM .....cesecereeecces 0.6 
PRI APG HNTOT coho e ne side coe 33.9 Miscellaneous (less than .5% 
Endowment at 75.............. 21.0 CBC) eo vecccccsceseeresecees 3.4 
pe - GS ..tosies dauete ae ——— 
DA YEOTE AVEO oso 5k koe cic vices 6. 
Endowment at 60.............. ner é 
— 75.1% —Conmutopics. 








We have six new terri- 
tories for six good men 
under real general 


agents 


contracts. 


Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 
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My Best Sales Help 


By Frank H. WILLIAmMs 


Every now and then some young insurance 
agent who is just getting into the business asks 
me about my best bets in putting sales across 
or some old-timer puts the same question up to 
me and I’ve come to the conclusion that a 
resumé of my best sales helps may be of inter- 
est and value to still other life insurance sales- 
men. 

Let me say, then, that absolutely the biggest 
help to me in putting sales across is to be 
always ready and willing to do my bit in serv- 
ing on committees in co-operation with the men 
of my territory in all projects of a construc- 
tive nature. Next to this, in helpfulness, is 
the proposition of putting myself in a position 
where I will be called on for committee work 
and for similar work from time to time. 

This means, then, that I am a “joiner.” It 
is only by joining numerous organizations of 
varying kinds that I can put myself in a posi- 
tion where I will be called on for committee 
work and for other work of that nature. I 
have always been a “joiner” and I suppose that 
I always will be. I belong to so many organ- 
izations that the total amount of dues I pay 
out in the course of a year is something fierce. 
When it is time to pay dues I sometimes won- 
der if it is worth while to pay out such large 
sums for such memberships but I never resign 
because I know, deep in my heart, that every 
single membership I have is a strict asset to 
me so long as I go around to the lodge meetings 
every now and then and so long as I work in 
the organizations when called on to do so. 

I might state that among the organizations 
I belong to are these: Masons—blue lodge, 
Lodge of Perfection and so on—Shriners, Elks, 
Chamber of Commerce, Kiwanis, the West End 
Improvement Association of my city, the local 
hospital association, Knights of Pythias and so 
on and so forth. 

This is quite a lot of organizations and added 
to these are the church organizations to which 
I belong and the local underwriters’ organiza- 
tion. 

Now to cash in on my membership in all 
these various organizations I have to do these 
things: 

Spend at least three evenings a week going 
to lodges. 

Be up enough in the ritualistic work of all 
the various organizations to “work” my way 
into meetings. 

Pay dues promptly. 

Read the bulletins that are sent out from 
time to time by the organizations so that I will 
not only be up as to what is going on but so 
that I will not miss any of the special meetings 
held by the organizations from time to time. 

And, as I say, be ready and willing and even 
eager to serve on committees from time to 
time. 

Just recently, while I was thinking over this 
lodge membership and committee work propo- 
sition, I did some figuring. I took note of the 
average amount of time I was spending each 


day on committee work for the various organ- 
izations and on similar work. I was astonished 
to find that, on the average, I was spending 
about two hours a day on work of this sort and 
on attendance at the noon-day meetings of the 
various lodges to which I belong. 

Was this worth while? 

I set myself to the task of compiling a list 
of the advantages coming to me as the result of 
this work and here they are: 


First—Intimate association with the live- 
wire men of the city. Personally I do not be- 
lieve that there is any method of getting on a 
friendly footing with the leading business men 
of a city that is so thoroughly satisfactory from 
every standpoint as this proposition of meeting 
the men at committee meetings and at regular 
meetings of the various organizations. When 
I’m member of an organization I have some- 
thing in common with all the other members 
of the organization and this makes all of them 
much more friendly to me than would otherwise 
be the case. Committee meetings and the so- 
cial sessions of lodges are informal affairs 
where it is easy to be companionable with men 
and in this way I have made many friends 
which has eventually led to the securing of a 
considerable volume of business from the men. 


Second.—Getting myself out of the rut. Per- 
sonally I find that my tendency is always to- 
ward concentrating too strongly on my work. I 
am the sort of a fellow who digs in to the 
exclusion of everything else. I could be per- 
fectly happy if I did nothing all the time but 
simply work hard. But I know from experi- 
ence that when I do dig in this way I am quite 
apt to get in a very decided rut and when I’m 
in a rut I can’t do my best work. So it is up 
to me to do things which will take me out of 
the rut without interfering too much with my 
work. That’s what organization membership 
and work does for me, it takes me out of the 
rut while, at the same time, it makes friendships 
for me that are of the very greatest help to 
me. In other words, I actually kill two birds 
with one stone through my organization activi- 
ties. 

Third.—Keeping up with the local doings. In 
going around and selling life insurance I have 
found that in many of my interviews there is 
always some more or less casual conversation 
about local affairs, about the progress of the 
town and that sort of thing. And, of course, 
when I can talk intelligently about such matters 
I make a much better impression on my pros- 
pects than when I display ignorance on the 
propositions. Also, I’ve found that there is no 
better way of keeping up with local doings than 
by constant contact with fellow townsmen 
through the various organizations to which I 
belong. 

Fourth—Making a good impression with the 
men who are the largest local buyers of insur- 
ance. It is my personal belief that the major- 
ity of prospective life insurance buyers judge 
the companies by their representatives almost 


31 


entirely. That is, if a prospective insurance 
buyer feels that the representative of a certain 
company is O.K. the prospective buyer will feel 
that the company is O.K. But if the prospec- 
tive buyer isn’t impressed by the alertness and 
enterprise of the agent then he is quite sure to 
feel that the company is also lacking in these 
qualities. And what better way in the world 
for me to make the right sort of an impression 
upon the heaviest local insurance buyers than 
by going to lodge and organization meetings 
and doing my bit at all times in committee 
work? It is my experience that committee 
work makes all of the other committeemen look 
on me as being a live wire and this impression 
is conveyed to all the other members of the 
organizations with the result that my prestige 
and reputation are considerably enhanced and it 
becomes that much easier for me to sell insur- 
ance. 

Fifth—Making the members feel that they 
owe an obligation to me to buy their life insur- 
ance from me. Personally, I never talk busi- 
ness at lodge meetings or committee meetings 
except under extraordinary circumstances. But 
I can’t fail to be aware of the fact that when 
I work hard on a committee and help to put 
over a project of vital importance to an or- 
ganization, all the members feel that they should 
do something for me. And the most of them 
accordingly stretch a point, if necessary, in 
order to buy insurance from me. 

These are the advantages in organization 
membership and committee work as I’ve sized 
them up in my own mind. 

And I’ve no doubt that other life insurance 
salesmen would find the same sort of work of 
equal advantage to them. 


Functions of the Purchasing Agents 

“More and more it is being realized that to 2 
considerable extent the profits of the next few 
years will be in proportion to the intelligence 
which is displayed in purchasing, which in- 
cludes consideration of the rate of turnover of 
materials and finished products,” according to 
W. L. Chandler, secretary of the National As- 
sociation of Purchasing Agents, Inc., in a fore- 
word to the seventh Business Organization 
Series issued by the Policyholders Service 
Bureau of the Metropolitan Life Insurance 
Company. 

“Functions of the Purchasing Agent” is 
divided into three sections: (1) the place of the 
purchasing agent in the organization, (2) the 
duties of the purchasing agent, and (3) the 
problems with which the purchasing agent is 
faced. The material for the booklet was 
gathered from the actual experiences of thirty 
organizations throughout the country, and the 
booklet is illustrated with purchasing organiza- 
tion charts of various companies. 


This booklet was prepared by the Metropoli- 
tan for its group insurance policyholders. A 
few copies, however, are available to those con- 
cerns throughout the country interested in “The 
Functions of the Purchasing Agent.” They 
may be had on request. 
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INSURANCE FABLES 


21. 
Ernest Stout organized the Never-tire Tire Company. 


New Series 
By WILLIAM ALEXANDER 


NOT TWO OF A KIND 


His rubber was 


so sound, and his workmanship so thorough, that his tires became famous 


for their durability. 


But they cost so much to manufacture that at first 


his profits were small—but they were sure. 
Samuel Weeks started a rival concern with a name as nearly like Stout’s 
company as the law would permit. He called it the Tireless Tire Company. 


“T know,” said he, “a trick worth two of Stout’s. 
that look like his, and sell them at a reduced price. 


I'll make cheap tires 
And when these tires 


wear out my customers will come back for new ones.” 
At first Weeks did a flourishing business, and for a time Stout had 


very hard sledding. 


But in five years Weeks was a bankrupt, and ten 


years thereafter Stout sold out and retired a millionaire. 


APPLICATION: 


The tricky agent who thinks only of his 


own selfish interests fails in 


the end, while the agent who renders disinterested and conscientious service 
to all his clients is sure of lasting prosperity. 


22. GO AFTER OPPORTUNITY 
““Where are you going with that rope?” said Abou Ben Adam to his 


friend, the Farmer. 


“I carry this rope with me,” replied the Farmer, “so that if anyone 
presents me with a heifer I shall have something by which to lead her home.” 


APPLICATION: 
The accomplished life underwriter not only grasps each opportunity that 
comes within his reach, but goes out and meets other opportunities half way. 








EQUITABLE LIFE OF IOWA’S NEW 
FORMS 
Des Moines Company Announces New Rate 
Book—Several Changes 

The Equitabie Life Insurance Company of 
Iowa, Des Moines, has announced several new 
policy forms and a new rate book. The new 
rates and forms will be effective July 1. The 
principal changes are as follows: 

Disability Benefit—The benefit will com- 
mence from the date of disability instead of as 
at present from the date of approval of proofs, 
but in no case will the benefit be payable for a 
period more than 6 months prior to the date 
of approval of proofs. 

For example, an insured becomes totally and 
permanently disabled on February 15 but proofs 
are not submitted and approved until Septem- 
ber 15 of the same year. In that case the in- 
sured will receive benefits from March 15, 
which is 6 months’ prior to approval of proofs. 
If total and permanent disability had occurred 
on May 15, then the benefits would begin from 
that date. 

In all other respects the disability clause re- 
mains the same as at present. The rates for 
the new disability benefit are somewhat higher 
than the present rates. 

The disability benefit will continue to be is- 
sued to unmarried self-supporting women, ceas- 
ing upon marirage of the insured, with an extra 
premium of $1 for full disability, or 20 cents 
for waiver of premium only for each $1000 of 
insurance. Be careful to add this extra pre- 


mium to the disability premiums shown in the 
ratebook, including life, income and income 
endowment for women. 

The disability benefits will be issued at an 
increased rate to applicants following certain 
occupations where formerly the benefits were 
refused. See now occupation manual. 

General Provisions—In the consideration 
clause on the first page of the policy reference 
is made to the policy becoming fully paid up 
by application of dividends. 

In the paragraph “Risks Not Assumed” the 
liability of the company in case of death as the 
result of participation in aerial ascension or 
submarine operation is limited in case of death 
during the first year to the amount of premiums 
paid in cash. 

The contestable clause has been revised to 
read “The policy shall be incontestable after it 
has been in force during the lifetime of the 
insured for a period of one year, etc.” 

The wording of the non-forfeiture provisions 
has been changed for the sake of clearness. 

Retirement Income Policy.—This is a new 
policy based upon the birthday endowment poli- 
cies, description of which will be found on page 
12 and the rates therefor on pages 201 and 202 
of the new ratebook. 

A new ratebook containing the new disability 
rates, the dividend pamphlet and new occupa- 
tion manual will be sent to you, under separate 
cover. 

Dividend Pamphlet—There have been in- 
cluded in the dividend pamphlet tables show- 
ing the cash value, accumulated dividends and 
the amount of monthly income purchased at 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















ages 60 and 65 on the ordinary life, 30-payment 
life and 20-payment life plans, assuming that 
all dividends are left at interest. These tables 
will be found on pages D-100, D-101 and D-102 
of the dividend pamphlet. : 

Occupation Manual——New occupations have 
been added and the ratings brought up-to-date. 
A complete cross index makes it much easier 
to find the occupation desired. 


ADDRESSES DECATUR UNDER- 
WRITERS 
Edward A. Olson Points Out Unfair Taxa- 
tion of Life Insurance Premiums 

Cuicaco, Ity., July 1—Cessation of the 
practice of State legislatures taxing insurance 
premiums for the benefit of the general revenue 
fund can be obtained by explaining the situa- 
tion to every policyholder and having them bring 
pressure on their State solons, declared Edwin 
A. Olson, president of the Mutual Trust Life 
of Chicago, in an address recently before the 
Decatur Life Underwriters Association. Mr. 
Olson explained that premium taxes originally 
were intended to produce sufficient funds to 
maintain the insurance supervisory bodies but 
because of their ease of collection the general 
revenue funds have been made to benefit. 

Mr. Olson cited the recent action of the 
Ohio Legislature in increasing the premium 
tax to 3 per cent as evidence that these taxes 
are increasing and not abating. He asserted 
that these taxes appeal to the legislators because 
they are “painless” and are not known to the 
policyholders. 

Collections this year will aggregate $75,000, - 
000 for the country at large, of which less than 
4 per cent will be used to maintain the insurance 
commissions and the remainder will go to the 
general revenue, he declared. “There is only 
one way to stop these political raids and that 
is for the company executives and life under- 
writers’ associations to join hands and make 
every policyholder acquainted with the fact that 
the trust funds they are setting aside to protect 
their businesses, their dependents and them- 
selves in old age, are being assessed under the 
guise of State insurance supervision. 

“Life insurance wants real supervision and is 
willing to pay for it, but is not willing to be 
taxed for purely revenue purposes.” 
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British Aviation and Insurance 


(From Our London Correspondent) 


The recent inclusion—for the first time—in 
“Lloyds’ Daily Index” of the movement of air- 
craft, which now appears at the end of the 
“sailing vessel” section, is an interesting devel- 
opment pointing to the increasing importance 
of aerial navigation. The information given 
includes the distinguishing letters of the air- 
craft, the name of the pilot, and the times of 
arrival and departure on the air routes between 
London and Paris; London, Brussels and Co- 
logne; London and Rotterdam, and London and 
Amsterdam, 


The subject of air travel is claiming the 
growing attention of the insurance world and 
references thereto in insurance literature are 
becoming more frequent. For instance, a new 
prospectus just issued by a prominent life of- 
fice mentions that occasional flights as a pas- 
senger on a recognized commercial air route 
are permitted without extra charge; and, simi- 
larly, it appears from the most recent pros- 
pectus of a well-known accident insurance com- 
pany that traveling by aircraft as a fare-paying 
passenger does not exclude the policyholder 
from benefit. 

In referring to accidents in commercial avia- 
tion the government report on the progress of 
civil aviation in 1926 says: “For the second 
consecutive year British air transport has a 
record of no accidents resulting in death or in- 
jury, and the accident rate since the services 
began in 1919 is therefore still further im- 
proved. <A total distance of 5,271,000 miles 
has now been flown with only four accidents 
causing the death of passengers. This is equiva- 
lent to one such accident in a distance flown 
corresponding to 52 times round the world at 
the equator.” 

In addition to passenger traffic, the transport 
of goods by air is calculated to have a growing 
interest for insurance circles. In this connec- 
tion reference may be made to a particularly 
informative volume issued not long since by 
the Air Ministry, giving the memorandum by 
the Secretary of State for Air, laid before 
the Imperial Conference, 1926, together with 
the report of the Imperial Air Communications 
Special Sub-Committee, and containing a 
specific reference to insurance of freight car- 
tied by cross-channel services. The point is 
made that while passenger traffic is seasona! 
(by far the largest demand therefor being in 
evidence during the summer months) goods 
traffic remains fairly constant all the year round. 
Moreover, it is stressed that apart from the 
mere speed of the aircraft the carriage of 
goods by air has several important advantages. 
For example, all the en transit customs for- 
malities involved at every point of transhipment 
in surface transport are eliminated, customs 
clearance at the place of destination is effected 
immediately, and a rapid system of collection 
and delivery is available at the beginning and 
end of the journey. Beyond this, because han- 
dling is reduced to a minimum and the goods 
are under no risk of pilferage during most of 
the period of transit, insurance rates for air 


borne goods are, it is stated, actually lower 
than for goods conveyed by surface transport, 
the following comparative table of premium 
rates being given in illustration: 


FREIGHT INSURANCE PREMIUM, PER CENT 


Air Surface 
Transport Transport 
Ss. d. Ss. d. 


London to. Pariss.c 620i. ce. a 0 6 8 
London to Amsterdam...... 3 0 6 8 
London to Cologne........ 4 0 A 6 
London to Zurich:..:.....<<:. 5 0 7 6 


Consequently, it is not surprising to learn 
that these factors have led to a considerable 
transport of gold, precious metals, jewelry and 
other articles of high value, nor that during 
the year ended March 31, 1926, the cross-chan- 
nel services carried bullion and specie to the 
value of over £11,000,000; while the carriage 
of ordinary merchandise other than bullion and 
specie is steadily increasing. 





MICHIGAN 
INDIANA : 
ILLINOIS 
KANSAS 
MISSOURI 
PENNSYLVANIA 


We want some live wire organizers to 
train salesmen in our monthly pre- 
mium paying Accident and Health 
Department, in above States. High 
grade proposition to men who can de- 
liver—Write at once to 


INCOME GUARANTY COMPANY 


(Stock Compayn) 
Drawer 422 South Bend, Indiana 








The Verdict 


Your success as an underwriter de- 
pends upon the verdict brought in by the 
greatest jury in the world—the American 
public. For seventy-six years the Mas- 
sachusetts Mutual has been building up 
a nation-wide reputation. Its friends 
are everywhere and are ever ready to 
testify to the efficient service that it 
always renders. There is no _ better 
company to buy from and none better to 
represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half 


of Insurance in Force 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$4,696,313.08 on Deposit with the 
Indiana Insurance Department 


$567,115.17 Surplus Protection to 
Policyholders 


$45,000,000.00 Insurance in Force 
NDARD POLICIES, LOW RATES, 
NEM BILITY. RD BSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
A, OHIO, ILLINOIS MICHIGAN, 
A ANSAS, TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 
A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 




















North American 
National Life 
Insurance 


Co. 


Tennessee 


Nashville, 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 





33 











LIFE INSURANCE EDUCATIONAL SECTION 


Dare Yourself to Better Your Record 


A colored woman recently went to her hus- 
band’s physician and said, “Doctah, ah’s come 
to see ef yo’ am gwine to ordah Rastus one of 
dem mustard plastahs agin to-day?” 

“I think, Mandy, perhaps he’d better have 
one more.” 

Mandy: “Well, he says to ax yo’ kin he 
have a slice of ham wif it, ’cause it’s a mighty 
pow’ful perscripshun to take alone”; which re- 
minds us that right now is the time to ginger 
up on ordinary. Let’s inhale some of that 
powerful enthusiasm which will make us want 
to knock past performances into a cocked hat. 

“Where shall I start?” asked a man who was 
not overburdened with prospects. “Start wher- 
ever you are,” replied his adviser. “In this 
building, on the street, or five blocks away; 
no matter where you are, only start. Wher- 
ever you may stand there is a need of life in- 
surance all around you. First, know you can, 
and then go out and prove it. I dare you to 
write $5000 within an hour.’ So the young 
man took the dare, canvassed a man a half 
block away, and returned with an app for $5000. 
The applicant’s age was fifty-two and the first 
annual premium was collected in full. 

Don’t lose too much time getting into mo- 
tion. There are so many who need your ser- 
vices that you should hop to it and see the 
largest possible number of people. 


There are many insured for $1000 who can 
be stepped up to $3000 or $5000. The $5000 
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man can be made to take an additional $5000. 
The $10,000 man can be interested in a monthly 
income for $50 or a $100. The boy or girl who 
was insured by mother many years ago, now 
earning his or her own living, can be made to 
see the comforts guaranteed by old-age endow- 
ments. The business man should have the bene- 
fits of partnership insurance; and the factory 
head can be impressed with the group or whole- 
sale plan. 


Prospects! Prospects!! All around you. 
Some are saying right now, “I wish an agent 
would come.” Naturally, they may not feel 
like sending you a gilt-edged invitation to come 
on over and talk about the matter, but they’re 
waiting for you just the same. Let’s find ‘em 
out. Let’s go to others. Let’s pick their names 
from the directory, the telephone book, the 
voters’ list, any old place. Let’s canvass the 
heads of the homes in which we collect. Let’s 
go to them and ask why they bought life insur- 
ance at all. If we find some who do not carry 
insurance, let’s ask them why they do not. 


Life men spend twenty or thirty minutes try- 
ing to find an opening. Well, here’s one: “Why 
not?” <A direct question. It must bring some 
reply, but you will get the reason why. There’s 
the point to start your canvass. Then it’s up 
to you. Don’t underestimate the value of ask- 
ing them why. 

Look at the records being made by the lead- 
ers. Believe you can do what they are doing. 
The man who is capable of producing $250,000 
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a year who is only writing $60,000 is a failur 
If you are running along on 10 per cent of your 
power you are kidding yourself and fooli 
your pocketbook. 

Let’s make use of every opening. Establis 
more points of contact and send our messag 
home with a standard grade of enthusiasm. 
The Prudential Weekly Record. 


The Life Insurance Policyholders Pocket 
Index 

The 1927 edition of the Life Insurance Pol 
icyholders’ Pocket Index, now in its fifty-ninth 
year and recognized as an invaluable refereno 
work for life insurance men, has been published, 
The Index gives the financial standing and busi- 
ness of the American and Canadian life co 
panies for each of the past five years. All the 
essential facts on the companies are listed i 
convenient form for reference purposes. 
book, consisting of 115 pages, is of pocket sizé 
and is priced at 75 cents in manila covers of 
$1.25 flexible pocket book binding. Copies may} 
be had of The Spectator Company, New York, 
—The Underwriters Report. 


“Take Notice” 
“Take Notice’ is the name of a leaflet thai 
checks lapsing. Keep your business through! 
using it. Send to-day for sample. 


“Personal” 

Some leaflets are just “leaflets,” but our leaf4 
let called “Personal” through its unique ap 
pearance and terse wording will head oc lapses. 
Sample free. 
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7, construction of a fine, lasting 
Life Insurance structure depends 








AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 
INDIANAPOLIS 














Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 























toa great extent on the efficiency of the 
field man, and if the field man is to 
achieve the best results, he must be 
supplied with the finest material and 
mplements with which to build. ‘ 


Those which The Guardian provides 
for its field force are of proved value, 
evidence of which is to be found in the 
record of -he Company’s progress and 
the individual success of its fieldmen. 
A connection with The Guardian may 
prove to you to be “the right place 
for the right man.”’ 





T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 
Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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